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Huebner To Study 
Insurance Methods 
In South America 


Grant by National Board of Fire 
Underwriters to Enable Noted 
Educator to Make Survey 


Is HONORED AT LUNCHEON 


Vice President Herd of NBFU and 
Other Leaders Head Gathering 
in Philadelphia This Week 


At a luncheon = 
Huebner, retiring professor of insurance 
at the Wharton School of Finance and 
Commerce, University of Pennsylvania, 
held Wednesday at the Penn-Sheraton 
Hotel in Philadelphia, announcement 
was made of a grant by the National 
Board of Fire Underwriters to enable 
Dr. Huebner to visit South America to 
study insurance methods there during 


honoring Dr. 


the coming months. 
Insurance Leaders at Luncheon 


Announcement was made by J. Victor 
Herd, vice president of the National 
Board of Fire Underwriters and execu- 
tive vice president of the America Fore 
Group, who was accompanied by several 
insurance company executives, including: 

Barry Truscott, secretary of the NBFU 
and president of the Camden Fire Insur- 
ance Association; Kenneth B. Hatch, a 
member of the executive committee of 
the NBFU and president of the Fire 
Association of Philadelphia; L. A. Vin- 
cent, general manager of the NBFU; 

H. Chegwidden, treasurer of the 
American Institute for Property and 
Liability Underwriters, Inc. and the 
Insurance Institute of America, and vice 
president and treasurer of the Camden 
Fire; Milton W. Mays of the Insurance 
Executives Association, and George G. 
Traver, manager of the public relations 
department of the NBFU. 

In attendance at the luncheon were a 
number of Dr. and Mrs, Huebner’s asso- 
Clates on the faculty of the Wharton 
School of Finance and Commerce and 
their wives, including Dr. and Mrs. Davis 

. Gregg; Dr. and Mrs. G. Wright 
Hoffman; Dr. and Mrs. C. M. Kahler; 
Dr and Mrs. Richard DeR. Kip; Dr. and 
Mrs. Chester A. Kline; Dr. and Mrs. 
C.K. Knight; Dr. and Mrs. C. A. Kulp; 
Dr and Mrs. Harry J. Loman; Dr. and 
Mrs. David McCahan, and Mr. and Mrs. 
A. Lloyd Myers. 

Dr. Huebner retired at the end of the 
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Protection against 


In 1928, and again in 1929, a railroad executive bought GUARDIAN 


LIFE protection. In 1932 he became totally disabled with tu 


berculosis. 


“Thank you,” he writes in 1953, “for all the help and kindness 
you have shown me throughout my long illness. It is very trying 
to give up almost everything—an experience that is as hard to 
bear mentally as physically. I have tried to show my appreciation 
by telling my friends and relatives how much your help has meant 


to me and my family.” 


GUARDIAN’S Disability Income Provision ($10 per month per $1,000) 
with all our regular policies—including term—to men ages 15 to 5 
particulars from your nearest GUARDIAN office. 


LIFE-ACCIDENT AND 
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HEALTH 
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Management-Traming 


Radcliffe Students 
In Insurance Offices 


Realistic First-Hand Experience Is 
Given Students in Insurance, 
Banking, Other Businesses 


1 YEAR GRADUATE COURSE 


John Hancock, Conn. General, Bos- 
ton Insurance Co., Am. Mutual 
Liability Cooperating 

The Management Training Program of 
Radcliffe College, Cambridge, Mass., has 
been so successful that many of these 
students are now occupying positions of 
importance in fields of insurance, adver- 
tising, banking, investment, communica- 
tions, construction, department. stores, 
mail order houses, food stores, manufac- 
turing, transportation, publishing and 
other fields. Of the classes, 1938 through 
1950, positions are now held by alumnae 
of Radcliffe in five insurance companies. 
Hancock, Connecticut 


They are John 


General, Boston Insurance Co., American 
Mutual Liability Insurance Co. and All- 
state Insurance Co. 

More are in the John Hancock than 
the other insurance companies, and the 
John Hancock positions being filled are 
those of division manager, supervisor in 
bureau of field clerical personnel, and job 
analysis. 


Realistic First Hand Studies 


This program is a one-year graduate 
course designed to provide a basic train- 
ing for young women in various fields of 
administration. It offers a broad consid- 
eration of the social and economic prob- 
lems which affect our working society. 
It also offers a realistic study of the 
way in which organizations work to get 
things done. 

The curriculum is so arranged as to 
give the student a continually increasing 
understanding of the administrative proc- 
ess from the upper policy making levels 
through to the junior levels where these 
policies must be carried out. It gives the 
student a familiarity with the frame- 
work of business and other administra- 
tive organizations. 


Harvard Business School Cooperation 


In the past several years the program 
has enjoyed the increasing assistance and 
support from the Harvard Graduate 
School of Business Administration. 
Teaching is done largely by members of 
the faculty of the Harvard Business 
School. 

Some of the students have earned 
their living for varying periods of time 
after taking their degrees. Apart from 
previous experience the Radcliffe stu- 
dents start their careers at the bottom of 
the managerial ladder. But, as a result 
of their training, they are equipped to 
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it to do 
all over 
again... 


ae ee me A 
Equitable Representative 






Jim and Mollie Williams invited me to their 





mortgage-burning party last week. Made me 
feel good to know I’d helped them find the 
key to happiness years before they thought 
they would. 












| GUESS EVERYBODY pushing 50 sits and wonders 
what his life might have been like if he’d gone into 
some other kind of work. As for me, I’d still want 
to be an insurance man. 

Enough money for your own family is one 
measure of success. But helping other people along 
the road of life is equally satisfying. I’ve been 
successful both ways. I’ve managed to make a good 
living for my family, but I’m just as happy over 
giving other families greater security and more 
peace of mind. 

Take Jim and Mollie Williams. Years ago I 
showed them how they could finance a home of 
their own through the Equitable Society’s Assured 
Home Ownership Plan — how it protected them 
































One of a series of advertisements illustrating how a representative 
of The Equitable Life Assurance Society serves his community by 


selling life insurance. 
























against the two greatest threats to home owner- 
ship —death and hard times. I’ve written a lot of 
those Home Ownership plans, and I’m proud that 
not one policy holder of mine has ever had a fore- 
closure on his or her home. 

All in all, selling insurance is a mighty satis- 
fying way of life. It’s a job that protects all kinds 
of people from a lot of hard knocks. Gives kids good 
educations. Keeps families together. Helps old 
folks be independent and self-respecting. 

If I had it to do all over again, I’d want to be an 
Equitable man. I’m proud of the respect that’s 
come to me as a member of an honorable profession 
and as a representative of an institution as fine as 
The Equitable Society. 





THE EQUITABLE 
LIFE ASSURANCE 
SOCIETY 


OF THE UNITED: STATES 





393 Seventh Avenue, New York I, N. Y. 
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Penn Mutual Leaders Meet at Jasper Park 


Charter Members of Company’s 400 Club Each Wrote $400,000 to Qualify; 


President Malcolm Adam Headed Group of Executives from Home Office 





MALCOLM ADAM 


Charter members of Penn Mutual 
Life’s “400” Club held its first meeting 
from June 24 to June 27 at Jasper Park 
Lodge, Alberta, Canada. Each of the 
club’s 271 members had produced $400,- 
000 or more of paid life insurance during 
1952 to qualify. 

President Malcolm Adam opened the 
sessions. Using two slide projectors and 
twin screens, in blocks of four the pic- 
tures of club members alternately were 
thrown upon the screens while he in- 
formally told of each man’s accomplish- 
ment and gave a color note or two about 
him. Photographs of top producers were 
shown singly, Mr. Adam pointing out 
how each increased his production and 
his income with lengthened experience 
in the business. Last to be named was 
the leader. Joseph F. O’Connor, G. 
Sydney Barton agency, Los Angeles, 
whose 1952 paid volume was 120% over 
1951. The final slides presented an over- 
all picture of what this group of leaders 
had produced in 1951 and 1952, their 
average earnings, and how their incomes 
had increased with years of service. 


All Star Edition 


The company had prepared an All Star 
edition of its own newspaper, Jasper 
Journal, for distribution at this session. 
Reproduced in it were the pictures of 
each conference qualifier. 

Vice President and Superintendent of 
Agencies D. Bobb Slattery, in his talk 
Back of Your Future Stands the Penn 
Mutual,” reviewed what the agency de- 
Partment is doing to give training and 
the tools which are furnished. 

Mr. Slattery was followed by Mr. 
O’Connor who briefly outlined his meth- 
ods. Edwin R. Brock, E. P. Connolly 
agency, Des Moines, also a production 
leader, then held a completely unre- 
hearsed interview with Mr. O’Connor, at 
which answers were given to many ques- 
tions, 

Something new in conference program 
features was an evening session of semi- 


nar hopping. The lounges of seven cab- 
ins, each accommodating about 50 per- 
sons at a time, became open forums on 
seven phases of the business. Two pro- 
duction leaders were in charge of each 
seminar and they started off with brief 
planned discussions which soon included 
all those attending. These sessions ran 
from 8 until 10 p.m. 

While these seminars were in prog- 
ress, there was a meeting for the wives 
After a greeting from President Adam, 
Mr. Slattery spoke in praise of how valu- 
able they had been to their husbands, 
mentioning the partnership angle of the 
life insurance agent and his wife in a 
business where the wife can contribute 
so much to her husband’s success. Prac- 
tical suggestions were made by seven of 
the members’ wives, who told how they 
assisted their husbands. 

The next’ morning the company’s 
CLUs attending the conferences met at 
breakfast, with Sanford M. Bernbaum, 
president of the organization presiding. 
Brief talks were made by Vice President 
Slattery and Wallis Boileau, Jr., As- 
sistant Vice President Urban F. Quirk, 


and Manager of Field Training Aaron M. 
Royal. Arthur Swain, John T. Scott 
Agency, New York City, newly-elected 
president of the Penn Mutual CEU As- 
sociation, closed the meeting. 

A birthday celebration, sponsored by 
the Penn Mutual Agency Association, 
was held the same evening. To mark 
the 106th anniversary of the company, a 
sales effort was held during May with 
a goal of $53,000,000 written business. 
That goal was far exceeded, with $62,- 
373,121 written during the month. Gen- 
eral Agent James M. Royer, Chicago, 
president of the association, presided. 

On the last morning, General Agent 
Harry O. Rasmussen, Newark, new presi- 
dent of the Penn Mutual Agency Asso- 
ciation, presided. Seven general agents 
summarized previously held seminars. 
Karl Bach, Forrest J. Curry Agency, Sar 
Francisco, had for his topic: “I Am In- 
vesting in My Business.” Mr. Bach, whe 
paid for over $2,000,000 last year, is a 
strong believer in investing in stenogra- 
phic help, advertising and gadgets. 

C. D. Maier Agency, Denver, Colo., was 
presented with the president’s award. 


Plans For NALU Cleveland Program 


Among Speakers Will Be N. Baxter Maddox, Atlanta Banker; 
Catherine Cleary, Assistant U. S. Treasurer; Dr. Paul 
Wolfe and Editor Erwin Canham 


Five of the principal speakers on the 
program of the 64th annual convention 
of National Association of Life Under- 
writers to be held in Cleveland, August 
24-28, have been announced by Ralph 
x Engelsman, Penn Mutual, New York 
City, chairman of the NALU program 
committee. 

Sharing the rostrum in the Cleveland 
Auditorium will be leaders from banking, 
journalism, government, industry and the 
church— exemplifying the breadth of the 
convention theme “American Life Insur- 
ance and American Life” it was stated 
by the chairman. Among the speakers 
are: Erwin D. Canham, editor of The 
Christian Science Monitor, Boston; 
Catherine B. Cleary, daughter of former 
President Cleary of Northwestern Mu- 
tual, assistant treasurer of the United 
States, Washington, D. C.; Nathaniel 
Leverone, chairman of the board of the 
Automatic Canteen Co., Chicago; Dr. 
Paul Austin Wolfe, pastor of the Brick 
Presbyterian Church, New York City; 
and N. Baxter Maddox, vice president 
and trust officer of First National Bank 
of Atlanta, and vice president of the 
Trust Division of the American Bankers 
Association. He is a former general agent 
for Georgia for Connecticut Mutual and 
a CEY 

Careers of Speakers 


Erwin D. Canham, who will speak on 
“The Chances for Peace,” is a writer 
radio commentator, and public speaker 
who began his career as a reporter of 
international events, covering the ses- 
sions of the League of Nations assem- 
bly in Geneva in 1926. Former chief of 
the Monitor’s Washington bureau, he is 
a Rhodes scholar with a master’s degree 


from Oxford University. In 1939 Mr. 
Canham was called to Boston to take 
over as general news editor of the 
Monitor and was appointed to his present 
post as editor in 1945. 

Catherine B. Cleary was appointed to 
her post as assistant treasurer of the 
United States by President Eisenhower 
in April, 1953. She received her LL.B 
degree in 1943 at the University of Wis- 
consin and later was admitted to the 
Wisconsin and Illinois State bars. She 
was formerly in charge of the legal de- 
partment of the firm of the Kohler Com- 
pany at Kohler, Wisconsin and an _asso- 
ciate in the law firm of Defrees, Fiske, 
O’Brien and Thomson, of Chicago, serv- 
ing as an assistant trust officer working 
primarily in personal trust administra- 
tion. An authority on the subject of wills, 
trusts and taxes, Miss Cleary is a past 
president of the Association of Bank 
Women and has spoken at a number of 
forums sponsored by banks and women’s 
clubs throughout the country. 

Founder and chairman of the board of 
the Automatic Canteen Co. — generally 
regarded as the largest retailers of candy 
bars in the world—Nathaniel Leverone 
served as president of his trade associa- 
tion, the National Automatic Merchandis- 
ing Association for ten years. In the 
Chicago metr ypolitan area he is a leader 
of note in more than a score of com- 
munity enterprises, civic, fraternal and 
philanthropic, and he i is equally active in 
church affairs. He is prominently identi- 
fied with the work of the Public Affairs 
Committee of the Chicago Association of 
Commerce and Industry, he is a member 
of the Citizen’s Board of the University 
of Chicago and of the City Planning 
Advisory Board. 





Got President’s Award | 








C. D. MAIER 





As minister of one of the great 
metropolitan churches in America, Dr. 
Paul Austin Wolfe has served at the 
Brick Presbyterian Church in New York 
City since 1938. The title of his address 
is, “A Time for Integrity.” In his 14 
vears of service, Dr. Wolfe has led his 
congregation in the building of a great 
new church in the heart of Manhattan 
which is known in church circles 
throughout America as one of the finest 
examples of Georgian architecture in the 
country. During this same period, the 
membership of the church was nearly 
doubled and the church staff was in- 
creased to include 75 full and part-time 
paid staff members. Outside his own 
church, Dr. Wolfe has always been most 
active in the local, national and world 
wide work of his own Presberyterian 
denomination and the church at large 
As moderator of the Presbytery of New 
York, he is the chosen leader of 62 
churches on Manhattan which have a 
membership of more than 33,000 and an- 
nual budgets exceeding two million dol- 
lars. 

A southern banker and a trust man of 
national repute, N. Baxter Maddox, vice 
president and trust officer of the First 
National Bank of Atlanta, Georgia, is 
vice president of the Trust Division of 
the American Bankers Association. He 
pioneered in the vital work of develop- 
ing closer relations between life under- 
writers and trust men. In the American 
Bankers ‘Association, Mr. Maddox 
worked on the Committee on Relations 
with Life Underwriters—as a member 
since 1941 and as the chairman since 
1943. He has been a member of the 
Executive Committee of the Trust Divi- 
sion since 1945 and is currently serving 
as chairman of that group. A long time 
friend and counsellor to life underwrit- 
ers, Mr. Maddox began his banking 
career when he joined his present organ- 
ization in 1923 as a runner. At the con- 
vention he will speak on “Cooperation 


That Pays.” 
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L. F. Youngblood Joins 
Western and Southern 


MADE DIRECTOR OF AGENCIES 
Was Formerly Senior Consultant With 
Life Insurance Agency Manage- 
ment Association 








Lewis F. Youngblood has been ap- 
pointed director of agencies of Western 
and Southern Life, Cincinnati, according 
to an announcement by W. O. Burns, 
vice president in charge of agency opera- 
tion. Mr. Youngblood was _ formerly 
senior consultant in the company rela- 
tions division of Life Insurance Agency 
Management Association, Hartford. 

Mr. Youngblood began his life insur- 
ance career in 1936 and has had ex- 
perience in problems of sales and man- 
agement in weekly premium life insur- 
ance companies. Joining the association 
in 1948 as a consultant, following service 
and Federal Government experience, Mr. 
Youngblood specialized in combination 
companies’ activities including company 
consultation work. He has assisted in 
the revision of compensation plans, de- 
veloped recruiting and selection pro- 
cedures, helped to organize agency de- 
partments and has been active in similar 
consultation work for the various com- 
panies. As part of his consultation 
activity he has helped develop training 
courses for 22 life insurance companies. 
He has served on the school staff of the 


LIAMA’s Schools in Agency Manage- 
ment. 
Mr. Youngblood has been working 


directly with the combination companies 
committee and had the staff responsi- 
bility for the planning and arrangements 
of the combination companies conference. 
He served on the education and training 
committee and has just finished writing 
the LIAMA pamphlet “Managing A Dis- 
trict.” 

Mr. Youngblood was instrumental in 
starting “District Management,” a_bi- 
monthly magazine for combination com- 
pany managers and has served as an 
editorial advisor. He has conducted sur- 
veys on selection practices for combina- 
tion companies and on company prac- 
tices. He is the author of several asso- 
ciation publications. 

Mr. Youngblood’s Army experience in- 
cluded specialization in civilian personnel 
administration. After discharge, he 
became assistant director of the medical 
personnel with the Veterans Administra- 
tion in Washington where he developed 
a personnel administration program for 
the V. A. medical staff. 


rag 
His 


State Mutual Plumley 
Contest Sets Record 


All previous submitted business records 
for the annual State Mutual President’s 
Contest were shattered this year as the 
company’s field force rolled up a total 
of nearly $2714 million on 2,714 lives 
during the 35-day Plumley World Series. 
Four agencies, led by New York-Young, 
posted in excess of $1,000,000 and five 
agencies (New York-Young, Chicago- 
Nothhelfer & Leck, Indianapolis, Balti- 
more and New York-Selling) sold 100 


or more lives in honor of President H. 
Ladd Plumley 
Based on Ordinary production, this 


year’s volume was $1,700,000 better than 
a year ago, the previous high. Frankland 
F. Stafford, New York-Cerf, was the 
leading personal producer in submitted 
business, and William A. Tidwell, In- 
dianapolis, was top in number of lives. 


Butcher Union’s Insurance Co. 


The American Federation of Labor’s 
Amalgamated Cutters and Butchers 
Workmen is organizing its own insur- 


ance company which it proposes to call 
the Amalgamated Labor Life Insurance 
Co. There is already an Amalgamated 
Insurance Co. which belongs to CIO’s 
Amalgamated Clothing Workers. 





Franklin Life Agency Staff Appointments 





PAUL STEWART 


Paul Stewart, CLU, San 
Francisco manager for Phoenix Mutual 


formerly 


Life, has joined the home office agency 
staff of Franklin Life of Springfield, III, 
as vice president-agency development, 
and George A. Vogler, who for the past 
year has been associated with the Frank- 
lin as director of sales in the southwest 
division, has been promoted to the home 
office as director of sales. The creation 
of these two new administrative posts 
Was necessitated by the continued ex- 
pansion of business and the consequent 
load of agency responsibility in the home 
office. 

Oregon 


A graduate of University of 


and a Navy veteran, Mr. Stewart en- 
tered the life insurance business in 1947. 
In June, 1950, he was named supervisor 
in charge of Oakland for the Phoenix 
Mutual and the following year was ap- 
pointed manager in San Francisco. A 
CLU, Mr. Stewart was president-elect of 





GEORGE A. VOGLER 


the San Francisco Life Underwriters 
Association at the time he accepted the 
appointment with the Franklin in Spring- 
field. 

A graduate of Oklahoma A. & M. Col- 
lege, Mr. Vogler captained the school’s 
football team in 1938. He entered the life 
insurance business in 1945 with the Mas- 
sachusetts Mutual. He was appointed 
general agent for that company in Des 
Moines in 1948. 


Real Estate Report 

The Insurance Accounting and Statis- 
tical Association’s committee on life re- 
ports and accounts, acting jointly with 
the committee of the insurance industry 
section of the Controllers Institute of 
America, is engaged in a study of ac- 
counting in the life insurance industry. 
Probably no two companies operate ex- 
actly alike. The joint committee has is- 
sued its first release. Subjects covered 
are book value of real estate, sales of 
real estate, classification of income, ex- 
penses and non-ledger items. 











CLIENT: 
“Do you sell 
Life Insurance ?’? 





1 
! 
YOUR OWN LIFE INSURANCE DEPARTMENT...AS CLOSE AS YOUR PHONE 


Now, your nearest Connecticut 
General brokerage office can 
give you all the advice, special- 
ized service, sales and pronio- 
tion assistance you need to 
handle life coverage profitably, 


INDEPENDENT BROKER: 
*“Sure! Connecticut 
General.’’ 





Get the details: Telephone the 
Connecticut General office 
nearest you or write us— 
Connecticut General Life 
Insurance Company, Hartford, 
Connecticut. 


Connecticut General 











Provident Has 12.5% Gain 

Provident Mutual’s new paid business 
for the first half of 1953 totaled $70,347,- 
000, an increase of 12.5% over the cor- 
responding period of 1952. Insurance in 
force rose to $1,540,000,000. 

New investments for the first six 
months of 1953 totaled $44,000,000, yield- 
ing a gross return of 4.19% as against 
a 3.99% gross yield on new investments 
made during the first half of 1952. 
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PROTECTION 


a convertible rider 

that may be attached to all 
plans except term 
extraordinary protection 

at favorable rates 





20 year plan written 
through age 50 

— 15 year plan written 
through age 55 


The GOLUMBIAN NATIONAL 
Sey LIFE INSURANCE 


MASSACHUSETTS 
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Proposes 10 ‘Tax Changes to Congress 


Washington—American Life Conven- 
tion and Life Insurance Association of 
America, representing a combined mem- 
bership of 240 life insurance companies, 
have formally presented to the Ways 
and Means Committee of the House of 
Representatives recommendations — for 
changes in five broad areas of the Gov- 
ernment’s tax laws and regulations to 
produce greater tax equity for life insur- 
ance policyholders and annuitants and to 
eliminate discriminations against employ- 
ers, employes and life insurance compa- 
nies on taxes arising under profit shar- 
ing and pension plans. 

In testimony and statements presented 
to the Ways and Means Committee, the 
two life insurance organizations recom- 
mended ten statutory changes in the five 
areas. Their recommendations followed 
suggestions they have offered during the 
present session of Congress in memo- 
randa to the technical staff of the Joint 
Committee on Internal Revenue Taxa- 
tion. ; 

The five areas of suggested tax revi- 
sion of importance to those who use the 
services of life insurance companies are: 


taxation of annuity income; tax treat- 
ment of pensions and profit sharing 
plans; taxes in connection with trans- 


fers of life insurance policies for valu- 
able consideration; taxation arising from 
application of the “doctrine of construc- 
tive receipt” in life insurance policy 
transactions, and elimine ition of the “pre- 
mium payment test” in the levying of es- 
tate taxes. 

These are among some 40 subjects be- 
ing considered by the Ways and Means 
Committee in comprehensive hearings 
now being held as a preliminary to a 
possible general overhaul of the tax 
structure during the next session of Con- 
gress. The Internal Revenue Code is 
widely believed to be in need of exten- 
sive revision to eliminate conflicting 
regulations, inequities and uncertainties 
The Administration and members of 
Congress have indicated they look with 
favor upon such a general revision. On 
the floor of the House of Representa- 
tives, the Ways and Means Committee 
was recently commended for its efforts 
in this direction aud was encouraged to 
continue its studies. 

Taxation of Income on Annuities 


In connection with income taxation of 
the documented recommenda- 


annuities, é 
tions presented by the ALC and LIAA 
paralleled those they submitted to the 


staff of the Joint Inicrnal Revenue Com- 
mittee several weeks ago. Robert L. 
Hogg, executive vice president and gen- 
eral counsel of the ALC, presented oral 
explanation of the present inequities in 
taxation of annuities and the recominen- 
dations of the two life insurance com- 
pany organizations regarding their pio- 
posed changes in this law. The recom- 
mendations urge a new rule for taxing 
income on annuities fundamentally 
changing the “3% rule” in effect since 
gs An assumed taxable income factor 

14% on the capital invested in the 
eed price of an annuity was sug- 
gested. 

The present 3% rule is based on the 
theory that interest earned on the in- 
vested principal of an annuity approxi- 
mates 3% a year on the original amount 
paid for or invested in an annuity. Un- 
der the rule each payment to an an- 
huitant is treated partly as taxable in- 
terest on invested capital and partly as 
a gradual return of capital during the 
course of the annuity payments. The 
part of each payment representing a 1e- 
turn of capital is excluded from taxable 
income until the original purchase a 
of the annuity is returned. The entir 
amount of each annuity payment ‘hbre- 
after is fully taxable as income. 

The present 3% rule has two serious 


defects that olace: an inequitable burden 
On taxpavers, 
clared. 


the ALC and LIAA de- 
These are (1) that the rule 





greatly overstates the true taxable in- 
come from interest earnings on annuity 
contracts, and (2) that short-lived annui- 
tants sustain a capital loss if they die 
before the amount paid for the annuity 
is fully returned, while long-lived annui- 
tants are taxed on the full amounts they 
receive over and above their original in- 
vestments in their annuities. 

“Not only is the 3% much too high, 
especially for annuities sold in recent 
years, but the accumulation feature of 
the 3% rule by which the whole annuity 
is ultimately taxed in full results in a 
further overtax,” the ALC and LIAA 
statement said. “Annuity purchasers, 
taken tovether, must as a consequence 
report total taxable income far in excess 
of the true aggregate income they actu- 
allv receive over and above the return 
of their capital.” 

To eliminate these tax inequities, the 
two Fie organizations propose that the 
3% rule be corrected by substituting a 
taxable income factor of 14%, and by 
applying that rate shroushiont: ‘the life- 
time of the annnitant instead of taxing 
the entire annuity after the capital in- 
vested is pesos as is done under the 
present 3% rule. 

For deferred annuities and life income 
options, a supplementary adjustment 
would be added on the basis of their 
values at the time these annuities or life 
income Nayments commence, so that the 
114% factor proposed would produce rev- 
enue results closely approximating those 
of the Canadian, or life expectancy 
method of taxing annuities. : 

For pension plan annuities, the ALC 
and LIAA pronosed a return to the rule 
formerly in effect for all annuities prior 
to enactment of the 3% rule in 1934. Un- 
der the former plan, no tax would be 
payable bv a retired employe until he 
= received back that part of the cost 
of the pension plan he paid through his 
own contributions. Thereafter, the full 
amount of the pension payments would 
be taxable. 


Pension and Profit Sharing 
Plan Taxes 


Turning to tax treatment of pension 
and profit-sharing plans, the ALC and 
LIAA statement offered the Committee 
six changes in the present tax laws and 
regulations. The first of these applies to 
the capital gains treatment of payments 
made under qualified pension plans to 
retired or separated employes. It ts 
pointed out that under present law, pay- 
ments to these employes from trusteed 
pension plans are treated as long-term 
capital gains if the payments are made 
within one vear after employment ceases. 
On the other hand, under non-trusteed 
plans, such as a group annuity contract, 
the money received in one taxable year 
by a former employe is treated for tax 
purposes as income. 

“This obviously unfair result stems 
from a drafting defect in Section 165(b) 
of the Internal Revenue Code,” the ALC 
and LIAA asserted. This section of the 
Code is also defective, they said, because 
(1) it grants long-term capital gains 
treatment where a total distribution of 
all benefits is made because of an em- 
ploye’s separation from service, without 
providing the same treatment for situa- 
tions in which employes die after retire- 
ment and their beneficiaries receive 
lump-sum death benefits, and (2) it also 
grants capital gains treatment for total 
distributions without specifically includ- 
ing cases where pension plans are termi- 
nated by employers, and the employes 
receive full distribution in one year, tax- 
able as income instead of a capital gain. 

The second point presented by the 
ALC and LIAA in their recommenda- 
tions concerning capital gains treatment 
of retirement plans directed attention to 
taxes on benefits received by retired em- 
ployes under plans established by or- 
ganizations exempt from corporate taxes 
and by life insurance companies for the 
benefit of their emploves. It was pointed 
out that tax exempt organizations and 





deduct 


the insurance comnanies do not 
their contributions to employe retirement 


but the Internal Revenue Bureau 
however, that 


plans, 
“has very properly ruled, 
contributions to employe’s annuities by 
life insurance companies and corpora- 
tions exempt from corporate taxation 
shall be included in the employe’s income 
only as benefits are received,” if the 
pension plan meets the specifications set 
forth in the Internal Revenue Code. The 
life insurance company organizations 
asked Congress to amend the law to give 


specific statutory sanction to the Bu- 
reau’s ruling, so that the law will treat 
all employes under qualified pension 


plans alike without regard to whether or 
not the tax deduction is allowed the em- 


ployer. 
Third, serious discrimination exists be- 
tween the income tax treatment of in- 


sured pension plans and uninsured plans, 
the ALC and LIAA pointed out. “If an 
industrial pension plan is funded by an 
annuity, endowment, or life insurance 
contract purchased from an insurance 
company, the investment income earned 
each year becomes subject to the ap- 
proximately 64% tax on net investment 
imposed on life insurance companies,” 
the ALC and LIAA statement said. 

The fourth point brought out by the 
two life organizations in their discussion 
of nension and profit sharing plans dealt 
with life insurance purchases used for 
pension purposes. It was pointed out 
that uncertainty presently exists as to 
the tax status of these plans. Rulings by 
the Internal Revenue Bureau prior to 
late 1952 have viven av~roval to the tax 
exempt status of these plans, but subse- 
quent letter rulings by the Bureau have 
indicated that nurchase of Ordinary life 
policies by profit sharing trusts disquali- 
fies the plans from favorable tax treat- 
ment. 

The fifth item in connection with pen- 
sion and profit-sharing plans discussed 
by the ALC and LIAA concerns invest- 
ments in Group annuities. It was pointed 
out that under present laws and Internal 
Revenue Bureau regulations, employers 
are permitted to esti iblish tax deductible 
pension plans by direct purchase of 
Group annuity contracts from life insur- 
ance companies without creating special 
pension trusts. Other Internal Revenue 
Bureau regulations, however, prevent 
employers from establishing profit- shar- 
ing plans involving purchases of annuity 
contracts to provide pensions for their 
employes unless a special trust is set up. 

The sixth pension and profit-sharing 


item discussed by the ALC and LIAA 
presentation cited discriminations in 
valuing annuities for estate and gift 


taxation. It was pointed out that dif- 
ferent rules are provided by present es- 
tate tax regulations for valuing survivor- 
ship annuities sold by insurance compa- 
nies and those provided in other ways, 
such as employe annuities under funded, 
non-insurance company pension plans. 


Income Taxes on Life Insurance 
Policy Transfers 


The proceeds paid by a life insurance 
company to a beneficiary by reason of 
death of the policyholder are exempt 
from Federal income taxes. Partners in 
a business concern may buy life insur- 
ance, each naming the other partner as 
beneficiary, without income tax liability 
to the survivor if the insurance is bought 
after the partnership is formed. How- 
ever, this exemption does not apply when 
a policy has been transferred for a “valu- 
able consideration.” That is, if two busi- 
ness partners have previously taken out 
policies on their lives and each assigns 
h-s policy to the other after the partnér- 
ship is formed, the proceeds of the policy 
on the life of the deceased partner, 
minus the consideration and any pre- 
miums paid on the policy by the other 
partner, would be taxable as income to 
the survivor. 

“For many vears it has been common 
practice to utilize life insurance in con- 
nection with partnership agreements, and 
with stock purchase plans in closely held 
corporations,” the ALC and LIAA 
pointed out. “Under these agreements 
the lives of partners or stockholders are 
insured, subject to an understanding that 






upon death the insurance proceeds will 
be accepted in full settlement of the in- 
terest of the deceased partner or stock- 
holder. The insurance proceeds usually 
are paid to the dependents of a deceased 
partner and utilized fer their support and 
maintenance. This makes it unnecessary 
for them to look to the business for 
their support. The ‘transfer-for-valuable- 
consideration rule’ has produced unin- 
tended and inconsistent results in the 
field of such business life insurance. 
“We believe that the rule was not in- 
tended to apply to an assignment of life 
insurance to a person who has an in- 
(Continued on Page 8)° 
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CHESTER ASHFORD, McFarland, 
Calif. was Pacific Mutual’s 1952 
National Production Cham- 
pion and is a Life Member of 
the Million DollarRound Table. 
“When Il came to Pacific Mutual 
six years ago,” says Chester, 


“experience in welfare work 
had opened my eyes to a man’s 
real needs. Pacific Mutual's 
broad protections — Life and 
Disability— give mé all I need to 
met those needs completely.” 
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Dr. Edgar W. Beckwith to 
Leave Equitable of N. Y. 


JOINED SOCIETY 37 YEARS AGO 





National Authority on Diabetes in Rela- 
tion to Insurance; Major in 
World War I 

Dr. Edgar W. Beckwith, medical di- 
rector of Equitable Life Assurance So- 
ciety, and a national authority on dia- 
betes in its relationship to life insur- 
ance, will retire after August 1 after 
being with the Society 37 years. His 
successor is Dr. Norvin C. omc 


Born in East 


Brooklyn and raised 1 


EDGAR W. BECKWITH 


Orange, N. J., 
school, Dr. 


he attended high 
Princeton 
two years. 


where 
Beckwith entered 
University and was there for 
He then transferred New York Uni- 
versity where he received a B.S. degree 
following which in 1914 he got his Doc- 
torate in Medicine from the College of 
Physicians and Surgeons, Columbia Uni- 
versity. 

In 1917 Dr. Beckwith was called into 
the Army Medical Corps and went to 
France where he served for two years, 


his rank being that of major. For 16 
months he was with 53rd regiment of 
Coast Artillery Corps and for the last 


eight months was liaison officer attache: 
to the commanding general of the French 
headquarters of the Seventh Army 
Corps. France gave him the Legion of 
Honor 
Active in Medical D‘rectors’ Association 
Upon returning to the states Dr. Beck- 
with rejoined Equitable Society in an 
examining and underwriting capacity. In 
1928 he was ap ypointed assistant medical 
director and in 1945 associate medical 
director. In 1947 he became medical di- 


rector of underwriting and in 1951 was 
made medical director 

A member of the Association of Life 
Insurance Medical Directors for many 


Beckwith was on several of 
and presented a number 
of papers to the LIMDA. They were 
largely in connection with studies of 
diabetes. He also appeared before nu- 
merous medical groups to discuss clinical 
papers from an insurance standpoint. 

From 1940 to 1950 he was a member 
of the admissions committee of the MIB 
(Medical Information Bureau) and since 
then has been on its executive commit- 
tee. He helped with the drafting of the 
National ‘iti Life Insurance forms 
and prepared the NSLI medical under- 
writing manual. 

Honored by Associates 

To honor him for his years of service 
more than 100 home office associates and 
medical specialists of other insurance 
companies gave him a reception in June 
at the Hotel Martinique, New York. 
Master of ceremonies was Dr. H. E. 
Ungerleider, director of medical research, 


years, Dr. 
its committees, 








Instructing Young in 
Management of Money 


HIGH SCHOOL TEACHERS STUDY 


Lectures Given in Eight Universities 
This Summer; Students From 
Forty-five States 


High school teachers and other edu- 
cators to the number of 330 are spending 
part of their summer this year studying 
teach youngsters about 
and building family fi- 


better ways to 
managing money 
The program is being 


nancial security. 


carried on by eight American universi- 
ties in cooperation with the Committee 
on Family Financial Security Education, 
headed by H. C. Hunt, newly appointed 
professor of educi ition of Harvard Uni- 
versity. 

The educators taking part in this sum- 
mer’s program are all winners of special 
scholarships awarded by the participating 
universities and made possib-e by grants 
from the Institute of Life Insurance. The 
universities are Connecticut, Wezver, 
Miami (Oxford, Oho), Oregon, Penn- 
sylvania, Southern Mechodist, Virginia 
and Wisconsin. The students come trom 
approximately 45 states, the District of 

Columbia and Alaska. 

The workshops to be held by the par- 
ticipating universities will last from four 
to eight weeks and all of them will offer 
academic credit towards 2 graduate de- 
gree. The teachers at these workshops 
will study sources of income, budgeting, 
life insurance, general 


banking services, 
insurance, Social Security, savings pro- 
grams, personal taxes, borrowing and 


buying on credit, home ownership and 


other phases of financial planning. 
Those attending the worksh Ds iepre- 
sent such different subjects as h me eco- 


mai hem: itics, 


nomics, business education, 

social studies, family life education and 
guidance; they are high school and 
junior high school teachers, staff mem- 
bers of teacher-training institutions, 
teachers in junior colleges, and super- 


visory personnel from both public and 
private institutions. 

First workshop to open this year was 
at Miami University, which began June 
15. The Universities of Oregon and 
Denver started their courses on June 22, 
the University of Wisconsin on ‘June 20 
and the Universities of Pennsylvania and 
Virginia on June 29. The University of 
Connecticut will start its course on July 
8 and Southern Methodist on July 13. 





Equitable Society. Other speakers in- 
cluded W. M. Donohue, vice president. 
A silver coffee service was presented to 
Dr. Beckwith by the home office group 
and he received other gifts and tribuies 
from the Equitable Society’s field. 

In addition to his service with the 
Equitable Society Dr. Beckwith has been 
connected on a part-time basis with the 
North American Reassurance Co. since 
1923. For 20 years he was medical di- 
rector and since then has been consult- 
ing medical director. He will also retire 
from that post on August 1. 


~ N.Y. STATE EXAMS 
NEW YORK + JAMAICA 


132 Nassau St. 148-15 Archor Ave. 


INSURANCE COURSE 


Starts Monday, Sept. 14, for 
Brokers’ Examination on December 17 


NOTARY Pustic COURSE 


Starts Tuesday, Sept. 8, for 
Brokers’ E ion on Sep 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 
INSTITUTE OF 
INSURANCE 
132 Nassau as 
—_ York <a 
Near City 
COrtlandt I Tile on 


United Benefit Reaches 
Billion In Force Mark 














George J. Cleary, president, United Bene- 
fit Life, is shown above receiving a group 
of issued life policies from Rita Brown, 
policy clerk. 

United Senefit Life, 
nounced the attainment of a billion dol- 


Omaha, an- 


lars of insurance in force. George J. 
president, in making the an- 
nouncement, that United Benefit 
reached half-billion dollar mark of life in- 
During 
Cleary said, 


Cleary, 
said 


surance on its 20th anniversary. 
the past seven years, Mr. 
the company doubled its insurance in 
force reaching the billion dollar mark. 

Last year was a big one for United 
Benefit, as the company showed an in- 
crease over the preceding year of 12.6% 
in assets and a 9% gain of insurance in 
force. To achieve its first billion, United 
Benefit increased its insurance in force 
by over $43 million since January 1. 





WANT MORE 
COMMISSION 
DOLLARS? 


If so, find out at once about 
our company’s unique Spec- 


ial Income Agreement. 


It’s a perfect setup for clients 


or prospects who want to 


protect a home mortgage 
with the smallest possible out- 
lay of cash. For details just 


phone... 


White « 
Winston. Ine. 


271 MADISON AVE., NEW YORK 16 
LExington 2-8518 


General Agents 
UNITED STATES LIFE 
INSURANCE COMPANY 
In the City of New York 











Claim Personnel Changes 
Announced by John Hancock 


The claim department of the John 
Hancock has announced several changes 


in its Group Accident and Health field 


organization. 
3oyd C. Bellinger, manager, Chicago 
field office, has been promoted to co- 


ordinator of Group claim field offices, and 
assigned to the home office. Charles C. 
Ryder, manager of Indianapolis office, 
will take his place in Chicago. Succeed- 
ing Mr. Ryder in Indianapolis is Gordon 
C. Wilde, formerly of the Northwest 
Group Service Corporation. 

Warren J. Dyke, formerly a_ field 
claims representative in the Lawrence, 
Massachusetts area, has been promoted 
to manager of the New England group 
A. & H. claims field office, located in 
the home office. Wendell R. Hopkins of 
the Chicago office has been transferred 
to the Lawrence office, succeeding Mr. 
Dyke. Peter F. Hines will take his place 
in Chicago. 
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D STANDARD 


. « . a Whole life policy that beats ALL competition on the combination of low rates and liberal settlement option benefits. 
Want details about this policy and an agency of your own? Write Wary UV. Wade, President 


STANDARD LIFE INSURANCE 


INDIANA 


INDIANAPOLIS, 





CO. of IND. 


Delaware 
oulsiana 


Pennsylvan 


GENERAL AGENCIES OPEN IN Arkansas 
Florida « 


Maryland 


Arizona + California 


Georgia IHinois** Indiana * Kentucky 
Michigan + Missouri New Mexico 


Tennessee * Texa Virginia *« West Virginia 
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Tennessee Life’s Growth Planned 


Tennessee Life, a new stock legal re- 
serve company which began doing busi- 
ness in January from its home office in 
Houston, Texas, is now working on a 
complete portfolio of Ordinary policies 
to be offered on both participating and 
non-participating plans, as well as a com- 
plete portfolio of accident and health 
coverages. 

While rates have not yet been an- 
nounced, it was stated that all standard 
policies will include waiver premium dis- 
ability benefits. In addition to the regu- 
lar plans, Tennessee Life will provide a 
complete juvenile line, a mortgage cov- 
erage, both family family 
maintenance riders, as well as disability 
monthly income up to $250 per month. 


income and 


Company Officers 

Company officers include Gardiner Sy- 
monds, president; Carl Myers, executive 
vice president; William J. W. Merritt, 
vice president and director of agencies; 
R. L. McVey, vice president; H. P. 
Moore, vice president; bei oe Ivins, sec- 
retary; C. C. Johnson, treasurer, and 
Lloyd K. Friedman, consulting actuary. 

Mr. Merritt, CLU, is widely known in 
insurance circles in New York City and 
Wisconsin. He studied insurance under 
Dr. Solomon Huebner and was graduated 
from the University of Pennsylvania 
with a B.S. degree in 1935. He served as 
educational director, Guardian Life for 
three years and as field underwriter for 
the Doremus-Bragg agency of Guardian 
Life in New York City for five years. He 
was assistant to vice president of the 
Continental Assurance, eastern depart- 
ment office, for six years, and vice presi- 
dent and director of agencies of Wis- 
consin National at Oshkosh, Wis., for 
four years, prior to joining Tennessee 
Life. 

The company is being assisted in the 
development of agency plans and person- 
nel by Loren D. Stark, CLU, Houston, 
and A. R. Jaqua, CLU, Dallas. Mr. Stark 
is a personal producer who has quali- 
fied 13 times for the Million Dollar 
Round Table and is presently regional 
vice president of the American Society 
of Chartered Life Underwriters. He also 





Paul Reusch Heads New 
Prudential Erie Agency 


An open house attended by nearly 200 
local insurance, business and civic lead- 
ers marked the formal opening of The 
Prudential’s new Paul T. Reusch agency 
in Erie, Pa., on July 2. Sayre MacLeod, 
CLU, vice president, headed the list of 
home office officials who took part in 
opening ceremonies 

From offices in the Baldwin Building, 
the new Prudential organization will 
serve 11 northwestern Pennsylvania and 
two southwestern New York counties. 
This territory had formerly come under 
the company’s Buffalo and Pittsburgh 
agencies. The agency will augment the 
company’s long-established Erie district 
office, managed by Charles F. Lancaster. 

Mr. Reusch was named to head the 
new agency following a 17-year sales and 
supervisory career with Prudential. He 
started as a Prudential representative 
in 1936 and subsequently served as as- 
sistant mnager of its agency at Hart- 
ford. In 1952 he was transferred to the 
home office as a training consultant. 
He is a graduate of Lafayette College 
and was awarded the CLU designation 
in 1943. 

Other Prudential officials who took 
Part in the formal opening of the agency 
were Alan L. Reed, superintendent of 
agencies, John J. Holahan, CLU, re- 
gional manager, and Gardner 4: Oakes, 
district Group sales manager at Pitts- 
burgh. 


has been a director of the School of Life 
Insurance of the University of Okla- 
homa. Mr. Jaqua organized the first 
school of Insurance Marketing at Pur- 
due University. He now is director of 
the Institute of Insurance Marketing at 
Southern Methodist University and was 
formerly editor of the Diamond Life 
Bulletins. 

The company plans to seek men who 
want to enter life insurance as a career, 
and to train them on that basis to be 
of real service to the public. Generally, 
men will be employed who have not had 
previous life insurance sales experience, 
are 30 or more years old, with wives and 
dependent children; who have had suc- 
cessful business experience and are now 
earning good salaries. 


Emphasis on Training 


Training will be greatly emphasized. 
It will include that in the home office, 
in branch offices, insurance marketing 
schools such as that at Southern Metho- 
dist University, and in Life Underwriter 
Training courses and Chartered Life 
Underwriter courses. Until they have 
progressed to the point where they can 
serve the public unsupervised, agents 


WILLIAM J. W 


will be given close and adequate super- 


vision. 





Matar 
MERRITT 


Joins Mutual Life of N. Y. 
Public Relation Staff 


Alonzo B. Fellows has joined the staff 
of the public relations division of Mutual 
Life Co. of New York, it was announced 
by Clifford B. Reeves, vice president for 
public relations. 

Mr. Fellows was graduated from South 
Kent School and Harvard University, 
and completed two years of graduate 
work in Sociology at the Sorbo mnne in 
Paris and at Louisiana State U niversity. 
During 1952 he was with the Central 
Intelligence Agency in Washington, D. 
C. He is a veteran of three years serv'ce 


with the Navy during World War II. 


Franklin General Agent 

Emmett Dwyer has been nz nen gen- 
eral agent in Springfield, Mass., for 
Franklin Life of Springfield, ill, z accord- 
ing to an announcement by Albert 
Mehrbach, Jr., vice president in charge 
of the New England states. 

Mr. Dwyer entered the insurance busi- 
ness in 1945 as special agent for Pru- 
dential in Scranton, and the following 
year was promoted to the position of 
assistant manager. In 1948 he transferred 
to Springfield, Mass., as assistant man- 


ager for Prudential. 
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Low-Cost Protection 


When cost is a factor and the prospect needs more protection now 
than in later years, the LNL agent can recommend one of these popular 
plans—Emancipator, Life Expectancy, 


or Double Protection. 


This extensive portfolio of low- 
cost permanent insurance plans is 
another reason for our proud claim tho 


INI is geared to help its fieldmen 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, 


Its Name Indicates Its Character 


Indiana 














July 17, 1953 








Tax Changes 


(Continued from Page 5) 


Such 
a person can purchase new insurance on 
individual in 
and 


surable interest in the life insured. 


insurable 
insurable interest 


life of 
has an 


the 
whom he 


any 


value rule would not 
3ut the rule 
in- 


the assignment for 
apply to such a transaction. 
would apply if the person with an 
surable interest should purchase a policy 
direct from the insured person because 
such a purchase would involve an assign- 
ment. There appears to be no logical ex- 
planation for a rule which distinguished 
between these two fundamentally alike 
transactions. 

“The 


for-valuable-consideration 
preserved by an amendment which would 


the ‘transfer- 


rule’ can be 


original intent of 


make the rule inapplicable to transfers 
involving insurable interest. This would 
remove the difficulties caused by the rule 


in the field of business insurance.” 


Doctrine of Constructive Receipt 
The Bureau of Internal 
recently issued rulings applying the “doc- 
trine of constructive receipt,” under 
which money paid to policyholders who 
exercise several types ot settlement op- 
their peng: is taxable as in- 
ALC and LIAA pointed out. 
under the Bureau’s rulings, 
a taxpayer who owns an endowment 
policy may have a contract right with 
the insurance company to exchange this 
policy for a paid-up life insurance policy, 
plus an immediate cash settlement. The 
cash he receives, plus the cash value of 
the new paid-up life insurance policy, 
minus the cost of the original endowment 
taxable income under the rul- 


Revenue has 


tions in 
come, the 
For example, 


policy, is 
ings. 

Other recent Internal Revenue rulings 
make it necessary for endowment policy 
owners to report as income the maturity 
value of their policies, less the cost of 
the policy, if the policy owners elect 
their contract rights prior to maturity to 
receive the endowment proceeds in in- 
stallment payments. 

“These rulings are 
rulings dealing with 
transactions,” the ALC and 
pointed out. “They produce tax 
quences never atticipated by owners of 
endowment life insurance policies. 
Unless something can be done to pro- 
tect life insurance policyholders from 
rulings which make this unfair applica- 
tion of the doctrine of constructive re- 
ceipt, Congress is urged to grant legisla- 
tive relief. Presently the Bureau’s rul- 
ings have created hardship in the case of 
many policy owners ... the rulings cre- 
ate confusion in the minds of other 
policy owners who plan to exercise set- 
tlement or conversion options in the 
future.” 


to earlier 
insurance 
LIAA 


conse- 


contrary 
similar 


Elimination of Premium Payment Test 

Present Internal Revenue laws levy es- 
tate taxes on the life insur- 
ance policies if the insured person owned 
the policy at the time of death, or if he 
had paid the premiums on it either di- 
rectly or indirectly. The ALC and LIAA 
that ownership of the policy jus- 
application of estate taxes, be- 


proceeds of 


stated 
tifies the 


Michigan Life Now Has More 
Than $100,000,000 In Force 


Twenty-five years after issuance of its 
first policy the Michigan Life went over 
the $100,000,000 mark in life insurance in 
force. An intensive sales effort during a 
period of 22 years was required to reach 
the $50,000,000 mark, but the second 
$50,000,000 was obtained in less than 
three years. According to Scott E. Lamb, 
president, the company had an increase 
of over $9,000,000 since January 1, 1953. 

Michigan Life is operating in Michi- 
gan, Ohio, Indiana and Illinois. Its writ- 
ings include policies as well as Group 
Life, Accident and Health and Hospital 
Expense insurance as well as Ordinary 


cases. 


Shenandoah Life Opens 
Two New Branch Offices 


Shenandoah Life of Roanoke, Va., has 
announced the opening of branch offices 
in Louisville and Lexington. Robert 
Carle Mahoney will be manager at Louis- 
ville and William H. Gerlach manager 
at Lexington. 

Mr. Mahoney attended 
Seminary and Bucknell University 
has just completed his work for the 
CLU degree. He has had 20 years ex- 
perience in the life insurance field as 
well as ten years as a banker. 

Mr. Gerlach joined Shenandoah in 1950 
as an agent in the Clarksburg, W. Va. 
branch office. He was made assistant 
manager at Clarksburg last January and 
has been a member of the company’s 
honor club every year since entering the 
business. He practiced law at Hazleton, 
Pa., before entering the service during 
World War II. He served as vice presi- 
dent of Davis-Eklins College from which 
position he resigned to enter the life 
insurance field. 


Wyom' ng 


and 





treated 
estate 


should be 
property tor 


cause life insurance 
like other forms of 
tax purposes. 
However, the two life insurance or- 
ganizations declared, the “premium pay- 
ment test” singles out life insurance for 
discriminatory treatment. They pointed 
out that no other form of property is 
subject to estate taxes if the owner has 
given it away completely and does not 
own it or any interest in it at his death. 
“The premium-payment test discrimi- 
nates as between individuals, depending 
on their ability to provide differing ar- 
rangements for premium payments,” the 
two organizations declared. “Take for 
example two policyholders each of whom 
gives a policy of life insurance to his 
wife. Neither retains any incidents of 
ownership in a policy. The first policy- 
holder continues to pay premiums 
thereon, or gives his wife a sum of money 
gift with which to pay the pre- 
miums. On his death, the entire proceeds 
are taxable to his estate. The second 
policyholder, however, either has a rich 
wife and can arrange to have premiums 
paid out of her own funds, or if he has 
sufficient assets himself, can give her a 
sizable piece of property which she may 
sell or the income from which is suffi- 
cient for the purpose of paying pre- 
miums. When this second policyholder 
nothing is taxable to his estate. 
recommend that this discriminatory 
test be eliminated.” 


as a 


dies, 
We 


‘premium-payment’ 


ACCIDENT & HEALTH 


Policyholders, 


* 


M. O. Doolittle, President 








Management Training 


(Continued from Page 1) 


adjust themselves quickly; have a broad 
understanding of their work. 

The year’s work is divided into three 
academic sessions, separated by two pe- 
riods of field work of four and_ six 
weeks respectively. During this field 
work the student is placed as a regular 
full-time employe in a commercial or 
non-profit organization. The jobs are 
selected to give a broad range of ex- 
perience for the class. Assignments are 
made, after careful discussion with each 
student, to suit her individual needs 
and to contrast with and widen her own 
previous experience. In many cases stu- 
dents are assigned to organizations in 
pairs though they do not get the same 
job assignments within the organiza- 
tions. At the close of each field work 
period a class conference is held which 
occupies the first week of the subsequent 
academic session. Each student describes 
her experience to the class and gives her 
impressions. This greatly increases the 
width of experience possible for any one 
individual and it frequently results in a 
revaluation of her own assignment. In 
addition to the conferences, the student 
submits a confidential written report of 
each assignment. 

“Live” Administration Programs 

The work in the academic sessions is 
based on the study and class discussion 
of “cases” which are descriptions of ac- 
tual cucinies Situations secured from go- 
ing business concerns. They are normal 
day-to-day operating problems which de- 
mand solution. In a very real sense stu- 
dents at the Management Training Pro- 
gram actually “live” administration 
rather than merely study it. These 
groups then bring their solutions: into 
the class room where further discussion 
is led by the instructor. 

Radcliffe College confers a special cer- 
tificate on those who successfully com- 
plete the requirements of the program. 

An orientation session runs from Sep- 
tember 28 to October 31. Each student 
is required to take these courses in the 
orientation session: 1. Some problems 
and objectives of administration. 2. Hu- 
man _ relations. Industrial supervisory 
practices. Introduction in retailing. 
5. Basic arithmetic for administration. 
Then follows field work period courses. 

Directors of Programs 
To take part in Radcliffe Management 


New and Progressive 
LIFE INSURANCE WITH Up-to-the-MINUTE 


PROTECTION CREATES GOOD-WILL - - - 


The Priceless Ingredient Necessary for Success with... 
Agency Representatives 


Interesting Agency Contacts Available to Good Producers 
EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Home Office: Jamestown, N. Y. 


NEW YORK OFFICE: 60 EAST 42nd Street 


- HOSPITALIZATION 


and Company 


* 


P. E. Tumblety, First Vice President 
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Interested in a 


BIGGER JOB? 


Are you stymied in your 
present connection as Super- 
visor or Brokerage Manager? 
Our successful five years as 
Postal Life's first agency de- 
mands expansion. 


| am looking for an Asso- 
ciate General Agent who is 
capable and interested in a 
participation plan. Call or 
write for an interview. 


ARTHUR MILTON 
General Agent 
Postal Life Insurance Company 
500 Fifth Ave., New York 36 


BRyant 9-3242 
AAAAAAAAAAAAAAAAAAL 








Training Program applicants must ordi- 
narily have a degree from an accredited 
college. However, a few applications are 
considered from exceptionally qualified 
candidates who have had no college 
training. Directors of the Management 
Training Program are T. North White- 
head, M.A., and Ragnhild J. Roberts. 
Associate directors ex-officio are Bernice 
3rown Cronkhite, vice president of Rad- 
cliffe College and dean of the Graduate 
School, and Edith G. Stedman, director 
of the appointment bureau. 


Guardian Sets Record 

President James A McLain of Guard- 
ian Life has announced that the com- 
pany’s paid-for total during the first six 
months of this year was the largest in 
its history. The 1953 first half total repre- 
sents an increase of 9.7% over last year’s 
previous record figure for the corre- 
sponding period, and a rise of more than 
20% over the first six months of 1951. 
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LARRY CAMPS 


Disability Benefits © Pension Trusts 





General Agent 


110 East 42nd Street, N. Y. C. 
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Marks 25th Anniversary 
With Provident L. & A. 


R. L. MACLELLAN 


R. L. Maclellan, president, Provident 
Life and Accident, was honored recently 
by company Officials and employes upon 
his completion of 25 years with the com- 
pany. Ceremonies were held in the board 
room of the Provident Building. 

Vice President and Secretary L. N. 
Webb, who served as master of cere- 
monies, introduced Mr. Maclellan as the 
42nd member of the Provident’s Quarter 
Century Club, an honorary organization 
of home office staff members who have 
25 years or more with the company. 

Mr. Maclellan’s educational back- 
ground were subjects of talks by Board 
Chairman R. J. Mclellan, who presented 
a gold watch, by L. N. Webb, who 
awarded the 25-year service pin, and by 
Vice President H. O. Maclellan. He re- 
ceived his silver anniversary certificate 
from Vice President and Treasurer J. 
Carter, Jr: 

Highlight of the ceremony was the 
surprise presentation of a bound volume 
of several hundred congratulatory letters 
from members of the field organization. 
The volume was presented by Vice Presi- 
dent Sam E. Miles on behalf of the 
Provident’s four agency departments. 

Mr. Maclellan joined the Provident in 
July, 1928, following his graduation from 
Dartmouth College. He was promoted 
to assistant vice president in 1932 and 
to vice president in 1934. He entered 
the Army in 1942, where he served with 
the Military Insurance Department as 
officer in charge of the U. S. Government 
Insurance Allotment Division. He was 
discharged from the Army in November, 
1945, with the rank of lieutenant colonel. 

He was named president of the com- 
pany in January, 1952. He is a member 
of the Provident executive and finance 
committees, and is chairman of the 
agency committee, which directs the 
company’s field operations. 

Mr. Maclellan is associated with a 
number of local business, civic, religious, 
and community service organizations. 


Mass. Mutual Employes Aid 


Worcester Tornado Victims 

The home office employes of Massa- 
chusetts Mutual Life contributed $1,129 
to the Worcester tornado victims’ fund, 
President Leland J. Kalmbach an- 
nounced. The funds were collected dur- 
ing a day and a half drive within the 
company which was coordinated with 
the “Disaster Relief Days” as proclaimed 
Statewide by Governor Christian A. Her- 
ter and locally by Mayor Daniel B. 
Brunton. The money has been turned 
over to the Central Massachusetts Disas- 
ter Relief Committee. 





Conn. Mutual Increase 


Connecticut Mutual Life reported an 
increase of 28% in the amount of new 
life insurance protection written during 
the first six months of 1953, as compared 
to the same period last year. 

June is the largest month in new 
business since the company was cstab- 
lished in 1846. A total of $31,097,859 new 
protection was placed last month, an in- 
crease of 39.7% over June, 1952. 


Pan-American Convention 

More than 300 delegates to Pan-Ameri- 
can Life will attend the company’s na- 
tional convention here at the Hotel New 
Yorker August 10, 11, 12. The program 
will include a luncheon at which dele- 
gates will be welcomed to New York by 
James A McLain, president, Guardian 
Life; a boat trip around the Island of 
Manhattan; and the president’s reception 
and dinner dance all on August 10. 


Fidelity Mutual Gains 


With its volume of issued business 
15.5% greater in the first six months than 
for the similar period of any previous 
year, Fidelity Mutual Life came to mid- 
year with its paid volume 17.1% better 
than that of 1952, also a record year. 

This is the 14th consecutive month 
for which the “year to date” paid total 
of the company has broken all previous 
records. 











MORE FAVORABLE DISCOUNT... 


214% interest compounded annually on premiums 
paid in advance. No fixed ceiling on amount. 


DIVIDEND ADJUSTMENTS... 


| reflecting economies on policies being issued at 
middle and older ages on Ordinary Life, Extra Pro- 
a tection, Family Maintenance, Family Income. 


LIBERAL ATTITUDE... 


toward Term insurance for employed women with 
permanent occupation. 


LOWER NET COST... 


on renewable and non-renewable 5-year Term, 10, 
15 and 20-year Term. 


# 
i] 
LOWER TERM PREMIUMS... 


on renewable and non-renewable 5-year Term and 
10, 15 and 20-year Term. 


LOWER LIMIT... 


for temporary Term and fractional premiums on 
Juveniles. 


NEW EXECUTIVE PROTECTION 


policy especially designed for business insurance 
needs. High cash values in early years. Minimum 
amount, $15,000. 


BROKERS will find the latchstring out and a helping hand 


ready to serve at every agency and group office of our company 


SAassachuselt Mutual 


ORGANIZED 1851 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Owned by its policyholders — operated for them 
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George L. Holmes Pres. of 
Canadian Life Ins. Officers 


Holmes, new president of 
Canadian Life Insurance Officers Asso- 
ciation, is a member of a family which 
has won considerable distinction in in- 
surance. His brother Horace is secretary 
of Mutual Life of Canada and_ his 
brother Ben is vice president and actuary 
of Confederation Life. 

Born in Toronto, George L. Holmes 
was educated in schools there and served 
in the First World War with the Sixth 
Battery of Canadian field artillery be- 
tween 1916 and 1919 

In 1919 he joined the Manutacturers 
Life as a clerk in the actuarial depart- 
ment. He became an associate of the 
Institute of Actuaries of Great Britair 
in 1922 and a Fellow of the Society of 
Actuaries in 1924. In 1928 he was ap- 
pointed assistant actuary of the com- 
pany, in 1935 he was appointed actuary 
and in 1946 assistant general manager 
and actuary. Since 1951 he has been 
vice president and in that capacity is 
concerned with the general activities of 
the Manufacturers Life. 

His Many Activities in the Industry 


Mr. Holmes 


George L. 


has been active in the 
Canadian Life Insurance Officers Asso- 
ciation for the last 15 years. He became 
the Life Officers’ representative on the 
Joint Committee which studies field 
problems with the life underwriters as- 
as 1948 and was chair- 
several years. 


sociation as early 
man of that committee for 
He has also been chairman of a special 
committee which studied agent’s com- 
pensation and was a member of a com- 
mittee which made a submission to the 
Alberta Government on Annuities. He 
was also a member of the committee 
that studied the Civil Liabilities of Serv- 
icemen in Canada. He was first made an 
officer of the iation in 1949 and has 
held successively the offices of honorary 
treasurer, second vice president, frst 
vice president and president. Possibly 
the most important task that Mr. 
Holmes has performed for the associa- 
tion was the chairmanship of the Special 
Committee on Old Age Security, which 
made a submission to a P arliamentary 
Committee which was largely followed 
in the Canadian Old Age Security legis- 
lation. 

For some years George L. Holmes 
has been a member of the board of gov- 
ernors of McMaster University in Ham- 
ilton and is at present chairman of its 
investment committee. 


assoc 


Bankers National Makes 


Premium Discount Rate 3% 

Bankers National Life, Montclair, N. 
35 has seeprtogg an increase from 234% 
to 3% in the discount rate on premiums 
paid in ony 

The company in announcing this in- 
crease places no limitation on the number 
of premiums which may be paid in ad- 
vance, or in the amount. Th’‘s increase to 
3% on premiums paid in advance re- 
flects the confidence of the company’s 
investment department in future earn- 
ings. 


Mutual of N. Y. Leaders 

The New York (Myer) agency of 
Mutual Life of New York led all of the 
company’s agencies throughout the coun- 
try in volume of insurance and 
of policies sold during the first six 
months of 1953, it was announced by 
Stanton G. Hale, vice president for sales. 

he agency is managed by Richard E. 
Myer, CLU. 

The Boston agency, managed by Leland 
T. Waggoner, CLU, held second place in 
volume of insurance jee Charles E. 
Brown’s Grand Rapids agency ranked 
second in number of colic sold. 

The New Orleans agency, managed by 
James H. Lake, was third in volume, 
and San Diego, managed by Kay R. 
Hodgkinson, third in policies sold. 


number - 


BANK’S GROUP PLAN 


Manufacturers Trust Co., New York, 
Now Has 500 Correspondent 
Banks Participating 
Five hundred banks have now joined 
the Correspondent Bank Group Life In- 
surance Plan of Manufacturers Trust 

Co. of New York, 

The plan, under which the bank 
was initiated November 25, 
making Group life 


acts 
as trustee, 
1947, 
insurance available to small banks which 
obtain it because of 
required minimum number of 
Participating banks pay the 
Gross pre- 


for purpose of 


could not 
lack of 


employes. 


directly 


entire cost of the insurance. 
mium currently charged under the plan 
is $1 a month for each $1,000 of insur- 
ance. Dividends received by participating 
banks in 1952 reduced the net cost to 


62.3 cents per $1,000. 


Stops Insurance “Tie-in” 

An order of the California Division of 
Corporations prohibits the Investment 
Trust of Boston from doing business in 
that state. This is because the investment 
trust is amending its prospectus requir- 
ing every purchaser of the trust’s share 
on a monthly or quarterly program to 
buy a life insurance policy. No criticism 
of the Investment Trust as a mutual fund 
is made by the state’s Division of Cor- 
porations. 


Federal Life Hit New High 
In June; $5 Million Written 


The Federal Life of Chicago experi- 
enced an outstanding record of life insur- 
ance during June, 1953. 

For many years June has been desig- 
nated as “Cavanaugh Month,” during 
which a special campaign for new busi- 
ness is initiated in recogniton of Pres- 
dent L. D. Cavanaugh’s birth month. 

This year the campaign resulted in 
written life applications for more than 
$5,000,000 of new business, exceeding any 
previous month’s production in the his- 
tory of the company by more than 25%. 





LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 











“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, IIl. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Harry Barris Appointed 
Barris as re- 
Prudential’s 


Appointment of Harry 
gional supervisor in The 
Upstate New York regional headquarters 
in Rochester has been announced. Mr. 
Barris succeeds Douglas L. 
recently was appointed manager of the 


Hans who 
company’s Schenectady district office. 
With Prudential since 1932, Mr. Barris 
for the past two years was a training 
consultant in the home office at Newark. 
He joined the company in Buffalo as an 
agent in 1932 


staff managership there in 1937. 


advanced to a 
He was 
a training consultant in 1951. 
Charles J. 
in the su- 
district 
principal 
York. 


and was 
appointed 
Mr. Barris will assist 
Tiensch, director of agencies, 
pervision of the company’s 76 
and sales offices located in 
centers throughout upstate New 

















































































































































































































































































































NORTH 
AMERICAN 
REASSURANCE 
COMPANY 
LIFE 


and 


ACCIDENT & HEALTH 
REINSURANCE EXCLUSIVELY 


& 
J. HOWARD ODEN, President 
161 EAST 42nd STREET 
NEW YORK 17, N. Y. 















































































































































HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











R. W. Walker Reappointed 


Robert W. Walker, who recently re- 
signed as assistant actuary of North- 
western Mutual Life, to accept another 
business connection, has withdrawn _ his 
resignation for family reasons and_ has 
been reappointed assistant actuary, it is 
announced by Elgin G. Fassel, actuary 
of the company. 


Helen Irwin Tips to Aid 


Women’s Business Advance 

Helen G. Irwin, president, National 
Federation of Business and Professional 
Women’s Clubs, Inc., who is with the 
home office of Equitable of Iowa, has 
written letters recently to U. S. Senator 
Margaret Chase Smith of Maine, and 
some other prominent women asking 
what in their opinion can be done to 
encourage women to strive for advance- 
ment in business or professions. Her 
conclusions for forming a pattern which 
will increase women ’s opportunities and 
thus enable them “to make their full 
contribution to our lives and times” are 
these: 

Reach an objective understanding of 
our present society and of individual 
motivation, thus encouraging better hu- 
man relations. 

Encourage leisure time of women to 
understand needs of working women so 
they too may help influence public opin- 
ion toward economic advancement. 

Study of business management and ac- 
quirement of degrees in this field just 
as men do. 

Child care facilities to free women 
for gainful employment in the modern, 
industrial world. 

Become more competent so they will 
be able to advance in their fields and 
learn to take a long term look at their 
careers. 

Giv e more than the minimum require- 
ment in time, interest and ideas, 

Meet men on a basis of equi ality with- 
out sacrificing their feminity. 


Equitable of Iowa Figures 

thet Equitable Life of Iowa recorded 
the largest June and the largest first six 
months in its 86-year history, it was 
reported by Ray E. Fuller, agency vice 
president. New paid production of life 
insurance during June totaled $10,693,258. 
New life insurance paid for during the 
first six months of 1953 totaled $63,310,- 
668, a 9.4% increase over the first six 
months of 1952. Life insurance in force 
increased to a new high at the end of 
June, 1953, of $1,264,724,572. The Kansas 
City agency, H. A. Hedges, general 
agent, led all agencies throughout the 
country. 
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| HEARD —— WAY 


J. Nicholas 
and Anthony J. Kearshes as vice presi- 
dents in the Personal Trust department 
of Manufacturers Trust Co. was an- 
nounced by Horace C. Flanigan, presi- 
dent. Since 1930, when he joined the 
staff of Manufacturers Trust Co., Mr. 
Nicholas has been engaged in Personal 
Trust new business development. In re- 
cent years he has specialized in Pension 
and Profit-Sharing Trust promotion. He 
was born in Elgin, Neb., and is a grad- 
uate of Creighton University School of 
Law. For many years Mr. Kearshes was 
associated with the Aetna Life Insurance 
Co. in pension and actuarial work. A na- 
tive of Hartford, Mr. Kearshes is a grad- 
uate of Trinity College. Both Messrs. 
Nicholas and Kearches will continue to 
be engaged in the development and ad- 
ministration of Pension and Profit-shar- 
ing trusts. 
both men had been trust officers. 


Appointment of Edmund J. 


Prior to their promotions, 





Alfred R. W. Larkin, who is teaching 
principles of life insurance at Insurance 
School of Insurance Society of New 
York, is manager of The Prudential’s 
field training division. 
he taught classes for the Life Office 
Management Association Institute and 
he has been an instructor in life insur- 
ance subjects for Upsala College. He 
was re from Columbia in 1936. 

Edmund T. Delaney, who is lecturing 


For many years 


on Government and social problems, is 
a graduate of Princeton and of Harvard 
Business School and is a partner in the 
law firm of Palmer, Serles, Delaney, 
Shaw & Pomeroy. He has been a mem- 
ber of the staff of Long Island Railroad 
and is presently a member of the Health 
and Welfare Council of the City of New 
York, 

Fred E. Hamilton, a Group sales super- 
visor of Metropolitan Life, is giving lec- 
tures on law, trusts and taxation sub- 
jects. Before joining Metropolitan Life 
he was in legal divisions of the Federal 
Government. 





Both Frank T. Bobst and Robert B. 
Pitcher, who now head separate agen- 
cies of the John Hancock in Boston, 
date their Hancock experience back to 
the days when Paul F. Clark was gen- 
eral agent there. The first man hired for 
his agency by Mr. Clark was Frank 
Bobst. That was 32 years ago. He be- 
came a general agent 15 years ago. 
About two decades ago Mr. Clark also 
recruited Robert B. Pitcher when the 
latter was a year out of college. Bob’s 
early training was under an outstanding 
salesman, Clarence W. Wyatt who rose 
to become vice president of the company 
in charge of Group insurance. Although 
a general agent since 1947 Mr. Pitcher 
has frequently made the MDRT. 





Gilbert H. Montague, a director in 
Massachusetts Mutual Life, and a well 
known lawyer in the financial district of 
New York, has been given the degree of 
Doctor of Laws by Kenyon College, 
Gambier, O., and Springfield College, 
Springfield, Mass. Springfield is his na- 
tive city. The citation of Springfield 


College mentioned his continued interest 
in that ctiy. The Kenyon College cita- 
tion refers to his work in the field of 
anti-trust and administrative law. In 
June Mr. Montague was presiding officer 
of the anti-trust law symposium of the 
University of Michigan Law School Sum- 
mer Institute, held in Ann Arbor, and 
attended by 500 lawyers who are spe- 
cialists on this subject. 

The Kenyon citation also mentions 
Mr. Montague’s collection of manu- 
scripts, books and literary and historical 
memorabilia. While his collection is still 
large, in 1940 he gave to Harvard nearly 
1,000 manuscript poems of Emily Dickin- 
son, and in 1951-1952 gave to the New 
York public library his collection of 
Robert Fulton manuscripts, documents 
and letters which were on exhibition in 
the main public library here from June 
to September, 1950. Mr. Montague is a 
member of the American Arbitration As- 
sociation’s board of directors, is a mem 
ber of New York Botanical Garden’s 
board of managers and is a Fellow of 
the Pierpont Morgan library. 





Governor John Lodge has reappointed 
Samuel W. Hawley of Fairfield, and 
Harris Whittemore, Jr., of Naugatuck, 
to serve as trustees of Savings Bank Life 
Insurance Fund of Connecticut for a 
term of four years. 

Mr. Hawley is vice president and a 
trustee of Bridgeport-People’s Savings 
3ank, and is currently the Fund’s vice 
president. Mr. Whittemore is chairman 
of the board, Naguatuck Savings Bank. 

The Association of Life Insurance De- 
partment Managers, represents 34 Con- 
necticut savings banks that offer the 
service of savings bank life insurance. 
The banks have $22,000,000 in force. 

Shopping for 750 people is really a big 
job in any city, but when an American 
attempts to select 750 gifts in Madrid, 
Spain, and then send them to the United 
States he really has his hands full. 






Nevertheless, W. T. Grant, chairman, 
Business Men’s Assurance, and Mrs. 
Grant took on that task when they were 
in Madrid recently. In the home office 
of B. M. A. in Kansas City there are 
approximately 700 employes, so _ the 
Grants figured there should be a gift 
from Spain for each of them. 

The Grants bought 550 lace handker- 
chiefs of different designs, and 200 ties 
for the home office employes in Kansas 
City. 

Then Mr. Grant discovered he was 
confronted by troubles. The Span‘sh 
authorities suspected he was buying the 
gifts for resale in America since there 
were so many of them and they couldn't 
believe one man would want to bring 
gifts to 750 people. Mr. Grant appealed 
to the U. S. Consul who was sympathetic 
with the situation, and arrangements 
were made for an export company to 
ship the box of handkerchiefs and ties to 
Kansas City. 

Uncle Francis. 


National of Vt. Increase 

Life insurance sales by National Life 
of Vermont for the first six months of 
this year total $74,750,361, an increase of 
9.08% compared to the corresponding pe- 
riod last year. Premium income of $3,- 
236,779 for the first half of 1953 was 
7.46% higher than the corresponding pe- 
riod last year. 

30th sales and premium income spi- 
ralled upward last month showing an in- 
crease of 18.16% and 20.49%, respectively, 
over June of last year. 

Of the company’s 57 general agencies 
throughout the country, the ten ranking 
agencies for the first six months of this 
year in order of sales volume were: At- 
lanta; Chicago; Manchester, N. H.; 
Hodes Agency, New York City; Los An- 
geles; Virginia State Agency in Roan- 
oke; Minneapolis; Hartford; Detroit; 
and Binghamton, N. Y. 





ANOTHER 


JEFFERSON 








Mr. 4% Ci caente 
Jeliction Standard. 


Jefferson Standard, 
now guaranteeing 
242% on policies cur- 
rently issued, hasnever 
paid less than 4% in- 
terest on policy pro- 
ceeds left on deposit to 
provide income. 


a i 











Training Program for Agents —4n efficient agency 


organization is not developed by chance, but as a result of careful selection 


and training of agents. 


Jefferson Standard began a 
up” training program for agents in 1945 
and has been consistently expanding and 
improving it since that time. The Com- 
pany now maintains for its agents a com- 
prehensive education and training pro- 
gram, starting with fundamental training 
for new and inexperienced life under- 
writers and continuing through the Spe- 


cialized Fields. 


In carrying out this expanded training 
program effectively, Jefferson Standard 


HOME OFFICE: 






STANDARD 


PEUS 





“stepped conducts 


The second is a Career School de- 
voted to Programming, Business Insur- 
ance Selling, and Taxation Affecting Life 


Insurance. 


Befferson Standard LIFE INSURANCE CO. 


GREENSBORO, N.C. 


two. types 
Schools which are attended by agents at 
Company expense. Over 500 agents have 
attended 28 of these schools. 


The first School is for new agents with 
only a few months experience in the 
field. It teaches Single Need Selling and 


Simple Programming. 
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Pacific Mutual Advances 
Five in Group Department 


Five field promotions in the Group in- 
surance organization of Pacific Mutual 
Life have just been announced by Ralph 
J. Walker, vice president in charge of 
Group operations. 

D. Russell Armentrout has been named 
Atlanta, Thomas W. Free- 
Jim Robb 
3ubenas 


manager at 
man manager at Houston, 
manager at Denver, Anthony F. 
Dallas, 


manager at 


assistant manager at and Roy 
H. Wishmeier 
Philadelphia. 

“All five 
Walker, “stem 
Pacific Mutual’s Group insurance busi- 


assistant 
appointments,” states Mr. 


from the expansion of 


ness in these particular areas, bringing 
need for increased service to policyhold- 
ers.” 

A gain of $106,000,000 in the past 12 
months has brought Pacific Mutua 
Group life insurance in force to a new 
high of $382,000,000. Group casualty an- 
nual premium income has increased to 
$15,138,000; pension and retirement an- 
nual premium income has risen to $5,- 
690,000. 


Pacific Mutual Group Dept. 


Holds Annual Conference 


The Fourth Annual Group Insurance 
Seminar held by Pacific Mutual Life at 
Ojai, Calif., was highlighted by an ad- 
dress by Asa V. Call, president, who con- 
gratulated the Group men on their very 
satisfactory record thus far this year. 

The three-day program, embracing dis- 
cussion of all phases of Group insurance 
activity, with major emphasis on service 
needs, was conducted by Ralph J. 
Walker, vice president in charge of Pa- 
cific Mutual Group operations. Other 
speakers were Vice Presidents William 
Breiby, George Gose, Fred Sibley and 
Thomas Lowe. Guest of honor was 
Charlton Standeford, general agent at 
Fresno. 


FIDELITY BANKERS CHARTERED 

Fidelity Bankers Life, Richmond, has 
been granted a charter by the Virginia 
State Corporation Commission to deal in 
life, accident, sickness, personal injury 
and other types of insurance. 

Officers for the first year are Edward 
S. Hirschler, president; Juanita Mabe, 
vice president, and Alan G. Fleischer, 
secretary and treasurer. 








“Let's have that application—I've been in here ever since 
I turned you down last week!” 


Bankerslifemen 


Sell With 


Don’t Have to 
“Pressure”’ 


It’s true that Bankers/ifemen don’t have to sell with pressure 

they make their presentations so effectively that the 
needs put on the pressure. When the wife is aware of those 
needs, it is apt to put the non-buying prospect in at least 


a figurative dog-house. 


Right from the beginning of their training, Bankerslifemen 
are taught how to make a sales-earning presentation. They 
have the aids with which to make such presentations and the 
contracts to deliver what is needed. 


The fact that Bankers/ifemen are non-pressure salesmen 
is just one more reason they are the kind of life under- 
writers you like to know as friends, fellow workers or 


competitors. 


BANKERS 


DES MOINES, 


COMPANY 
1OWA 


Eastern Life Shows 81% 
Paid-for Gain up to June 30 


Eastern Life of New York set such a 
fast production pace for the first half 
of 1953 that 81% increase in new paid- 
for business was made in the period 
ending June 30 compared with the first 
half of 1952. 

This announcement is made by Murray 
April, director of agencies, who also re- 
ports that Eastern Life has participated 
in a television program “House Hunting 
with Bergton” for the past four weeks. 
It is on Station WPIX (Channel 11). 
Further programs in which Eastern Life 
will appear are scheduled on the same 
station for July 18 and 25 at 11 p.m. 


Erickson Pensions Booklets 

E. R. Erickson, general agent, John 
Hancock, Buffalo, and president of 
Erickson Pension Planning Corp., is 
author of two booklets prepared for the 
information of and discussion with banks 
and trust companies by members of his 
organization. Their titles follow: “In- 
vestment Opportunities in Insurance and 
Separate Funding in Sound Pension 
Planning” and “Blended Pension Trust 
Plans for Small Firms.” 








What Makes a 
TOP-NOTCH BROKERS’ AGENCY? 


Proudly we offer a Favorable 
Atmosphere: 


Stimulating Sales Ideas . . . Fully 
Vested Commisions . . . Retirement 
Plan without Forfeitures 

Agency, Inc. 


Continental Assurance Co. 
Chicago, Ill. 


Samuel D. 


ROSAN 


76 Wm. St., N. Y. 5, WH 3-7680 














American Bankers Life 
Admitted to Maryland 


American Bankers Life of Florida was 
recently admitted into the state of 
Maryland. The company, located in 
Miami, is now doing business in 19 
states. Operations began in 1952 and 
the company’s present program contem- 
plates entry in additional states in the 
near future. 

_ The company is now writing Ordinary 
life business in excess of $1,000,000 a 
month. 

















of business is neither just a phrase nor 
mere wishful thinking. Profitable per- 
sistency in the Equitable Life of lowa = 
is the logical result of the acquisi- 

tion of quality business by career life 
underwriters. Proof are LIAMA 

reports that for many years the 

Company has had one of the 

most favorable positions in con- PMS. 
servation of business among Dain bs 
the 27 companies having one 0 
billion or more of ordi- we a 
nary insurance in force. 


KEYED FOR 
CAREER LIFE 
UNDERWRITERS 


LIFE INSURANCE COMPANY OF IOWA 


FOUNDED IN 1867 IN DES MOINES 
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Fraternal Societies Now Have 
Membership of 10,072,477 


The Fraternal Monitor of Rochester, 
N. Y., has published the 1953 editions of 
“Statistics Fraternal Societies” and “Con- 
solidated Chart of Insurance Organiza- 


tions.” 

The Consolidated Chart combines the 
reports of 384 fraternal societies, life in- 
surance companies and life associations. 
It gives practically their complete reports 
to the Insurance Departments, together 
with the rates for insurance of the first 
two systems and the gain and loss ex- 
hibits for 182 life insurance companies. 
Insurance in force reported in the 1953 
edition totals, $291,772,808,596 being di- 
vided as follows: Life companies, $248,- 
281,830,510; Industrial insurance $33,806,- 
891,421; fraternal societies, $9,578,055,187 ; 
life associations, $106,031,478. The new 
insurance written in 1952 by all classes 
of organizations aggregated $32,227,528,- 
173 and the losses paid were $2,675,- 
558,213. Combined assets now _ total 
$74,958,384,231. 

Statistics Fraternal Societies is a vol- 
ume of 240 pages giving detailed infor- 
mation on practically every fraternal in- 
surance society. The membership and 
lodges in good standing, officers, plans, 
average age, mortality, losses paid, rates, 
changes in membership in 1952, amount 
collected, assets, liabilities, reserves, 
members and insurance written, benefits 
paid since organization and many other 
items of information appear in the 1953 
edition. It also contains other mortality 
and special tables not found in any other 
publication. A new feature of the 1953 
edition is the listing of fraternal certifi- 
cates by states. Many exhibits give the 
complete mortality, membership and in- 
surance experience of ten years in a 
clear and understandable form. The ag- 
gregate membership of fraternal insur- 
ance societies reported in the 1953 edi- 
tion was 10,072,477. This includes 895,617 
social members and 1,723,345 juveniles. 
Insurance in force totaled $9,578,055,187. 
Assets were $2,359,234,537 ; current liabili- 
ties $121,196,793; certificate reserves re- 
ported, $1,850,837,989. 

In 1952 the combined income of the 
societies was $321,960,423; the disburse- 
ments were $223,443,011. Members ad- 
mitted in 1952 totaled 927,486. Insurance 
written was $1,004,171,504. It is the first 
year in which this amount has passed 
the billion mark in insurance written and 
the combined insured and social mem- 
bership passed the 10 million mark. Since 
organization the benefits paid by frater- 
nal insurance societies amount to $7,075,- 
502,077. 


Record June Production 

State Mutual has just recorded the 
largest amount of Ordinary paid for 
business of any June in its 109-year his- 
tory. Led by New York-Cerf and closely 
followed by New York-Young, the field 
force paid for more than $11 million 
last month, a 12% increase over last 
year’s corresponding period and a mil- 
lion more than its previous record for a 
June which was established in 1951. 
For the first six months, State Mutual 
is running ahead of 1952 production 
figures. 


Guarantee Mutual Leaders 

The Carl M. Leonard agency of Tulsa, 
Okla., led the entire field organization 
of Guarantee Mutual Life Co. to a 24% 
gain in new paid life business for June, 
1953, over the same month of 1952. W. 
H. Grimes of the Leonard agency at- 
tained first place for the entire company 
in paid volume for the month. 

Ix. L. Chambers, secretary, made the 
announcement concerning the new pro- 
duction record and added that during 
June, accident and sickness sales made an 
outstanding gain of 147% over June, 1952. 


Occidental Conventions 


More than 400 leading Occidental Life 
of California agents throughout the U. S., 
Canada, and Hawaii, are making prep- 
arations to attend one of the company’s 
three conventions scheduled for Septem- 
ber and October. 

Approximately 150 of Occidental’s 
representatives from the western U. S., 
Canada, Hawaii and the Philippines will 
convene in Coronado, Calif., at the Hotel 
Coronado, September 16-19. 


Representatives from the eastern re- 
gions and midwest will meet in Chicago’s 
Edgewater Beach Hotel, October 13-16. 

The firm’s producers from all areas 
will qualify to attend Occidental’s Top 
Club convention, September 2-5, at Banff 
Springs Hotel in Banff, Alberta, Canada. 

Qualification for the meetings is based 
on the individual’s sales record for the 
past 18 months and the over-all excel- 
lence of business produced in the past. 
It has been during this period that Occi- 
dental’s total insurance in force passed 
the $4 billion mark. 


Eliminate Special Limits 
On Annuities Premiums 

Special limits on single premiums for 
insurance and annuities have been 
eliminated by the Northwestern Mutual 
Life Insurance Co., according to Elgin 
G. Fassel, actuary. Regular amount limits 
will continue to apply. 

A maximum of $400,00 of insurance on 
any one person will be accepted, though 
not more than $250,000 within one year. 
Annuity payments on a life may be an 
amount up to $500 per month. 


OLD CONCEPT- 
NEW CONCEPTION 


You don’t have to postpone payment 
of the chassis policy benefit in order to 
provide monthly family income under an 
Occidental plan. In fact, you don’t even 
have to use a chassis policy. 


Occidental’s Income Protection plan 
brings new flexibility to the family 
Income concept. 


Add it to practically any other policy, 
including renewable short term plans — 
or write it alone. Pays income 10 to 
50 years — independent of chassis policy 
benefit. Convertible without evidence to 
anniversary nearest age 65. 


That’s how Occidental makes the family 


income idea truly serve the family. 


“A Star in the West...’ 


i 


TL 


“UH 


“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO” 
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CORPORATE DIRECTORATE 
STUDY 

A study of corporate directors of 233 

manufacturing 

published by National Indus- 

trial Conference Board of New York. 

One section has to do with compensation 


corporations has been 


made and 


paid to members of corporate boards. 
This has moved up steadily since 1938. 
The most common fee paid in 1938 was 
$20. Today that represents the minimum. 
A third of the cooperating companies 
reviewed paid directors fees of $100 a 
while another 16% paid $50. 
Fees in 1953 ranged as high as $500 a 
National 


Industrial Conference Board says that its 


meeting 
meeting for one corporation. 


survey discloses that directors are also 
being reimbursed for expenses incurred 
in attending meetings. 

Number of directors in the companies 
surveyed varies from as few as three to 
as many as 31, that large board being 
of a large chemicals. 
Monthly 


although smaller company boards often 


producer of 
board meetings are the rule 


meet quarterly. The Conference Board 
says it is generally agreed that a bal- 
anced corporation board should provide 
com- 


representation of the following: 


pany management, outside interests, 
representatives of large ownership inter- 
ests and experts in general management. 
The Conference Board’s survey also re- 
veals that approximately one out of 
every five directors represents a sub- 
stantial shareholder. Women directors 
were present on boards of 10 of the com- 
panies surveyed, in most instances repre- 
senting considerable stockholdings. The 
directorship study was prepared by John 


H. Watson, III, 


practices of the 


assistant director of 


business Conference 
Board. 
SALES OF REAL ESTATE 
LIFE COMPANIES 
A joint committee of the Insurance 
Accounting and Statistical Association 
and of the insurance industry committee 
of the Controllers Institute of America 
has made the first of its reports. One 
section has to do with sales of real estate 
by companies 
When real estate is sold under con- 
sale and the book value, includ- 
ing commissions, other selling expenses 
and pro-rated taxes, is less than the 
sunount to be received under the con- 


purchase money 


some companies 


tract, including any 
mortgage to be made, 
do not recognize the profit involved until 
the book value has been extinguished by 
purchase money 
reduced to 


cash payment or by 
mortgage, or, in some cases, 
nominal amount. 

While this is a conservative practice, 
the committee says it has several disad- 
vantages: the unrealized profit must be 
recorded in a memorandum account and 
some State Insurance Departments will 
require that the amount be shown as 
an inside item or note in the annual 
statement; the book value account will 
not control the outstanding contract in- 
debtedness; and surplus earnings may be 
materially distorted. An alternative is to 
record the net sales price in the contract 
sale “cost” account, and then make any 
adjustments that may be necessary, in 
the company’s judgment, to arrive at a 
proper net book value and to show the 
incidence of profits or losses from year 


to year. 


Gov- 
ernor of Kentucky, later U. S. Senator, 
and still later commissioner of baseball, 
native of Versailles, Ky., today is operat- 
ing an insurance business, a radio sta- 
tion and newspaper, along with practic- 
ing law, and is working on a_ political 
campaign which may put him back in 
the Governor’s chair, or as United States 
Senator. Years ago he was receiver for 
the old Inter-Southern Life, now the 
Kentucky Home Life. Chandler admits 
that at one time he was a roughneck oil- 
well dril'er in the early days of the East- 
ern Kentucky oil fields, prior to going 
through college and law school. 
x * * 


A. B. (Happy) Chandler, former 


Joseph M. Byrne, president of the 
Joseph M. Byrne Co. of Newark, N. J., 
one of the leading insurance agencies 
there, has been awarded the _ Dis- 
tinguished Service Medal of the Port 
Authority of New York. He has been a 
Commissioner of the Port Authority and 
also vice chairman, serving 19 years with 
the organization. He was appointed to 
the Port Authority in July, 1934, and 
was elected vice chairman in 1945. Mr. 

3yrne received the organization’ s high- 
est award at a dinner given at the Links 
Club. 

* * > 

Robert C. Holland, CLU, who became 
a senior Nylic last month, was honored 
by Lincoln branch, New York City, of 
New York Life, when a new sales reocrd 
for a six weeks period was made by 
producing $1,908,000. 

* * 


Julius Eisendrath, general agent, Guard- 
ian Life, Empire State Building, and 
Mrs. Eisendrath are visiting Europe. 


RICHARD N. McFADDEN 


Richard N. McFadden, who assumed 
managership of Prudential’s Knicker- 
bocker agency, 25 Broad Street, New 
York, on June 15, is off to a good start 
in his building program which includes 
both full time and brokerage. His first 
post with the Prudential was in 1948 as 
special agent in the Newark Ordinary 
agency headed by Charles W. Campbell. 
He was named an assistant manager in 
that agency in 1949, ranked twelfth 
among unit leaders for 1951. When Mr. 
Campbell resigned as agency manager to 
become vice president of the company 
last fall Mr. McFadden received the 
home office assignment of regions il mana- 
ger in the Ordinary agencies department, 
working with the central region. This 
post he resigned to take his present New 
York post. Prior to joining the Pru- 
dential he worked with the New Jersey 
Department of Public Instruction and 
later as supervisor “2 the State Depart- 
ment of Vocational Education. His ini- 
tie il life insurance selling job was in 1930 
in New York City. 


* * * 


Carl Freeman, son of H. C. Freeman, 
assistant superintendent of agencies of 
Bankers National Life, Montclair, was 
married July 3 to June Thornton of 
Mount Vernon, N. Y., at the Presby- 
terian Church of Upper Montclair. The 
bridegroom, now in the Navy, has just 
returned form a six months’ cruise in 
the Mediterranean. His father was the 
host at a buffet dinner for the wedding 
party following the wedding rehearsal. 

a a 

Mortimer E. Sprague, vice president 
and secretary of the Home Insurance 
ie era returned by air from a tour 
of England and Scotland. While in Eng- 
land he attended the coronation of Queen 
Elizabeth. 

* ok * 

Gordon H. Campbell, 
Vineyard, Aetna 
Little Rock, 


Campbell & 
Life general agents, 
sailed for Europe on July 
18 with Mrs. Campbell on SS. Ile de 
France. The Campbells and another 
couple will tour through France into 
Switzerland by motor and spend a week 
in Paris before returning to the United 
States August 27. 
a ee 

Sophie C. Nelson, assistant secretary 
of John Hancock, was a speaker at the 
annual meeting of Visiting Nurse Asso- 
ciation held at the Academy of Medicine, 
Rochester, N. Y 


NATHAN C. BARR 

Nathan C. Barr, Mayfair district man- 
ager, The Prudential, has been elected 
president of the Philadelphia Chapter of 
CLU. Mr. Barr, who has also managed 
the Prudential offices at Broad and 
Columbia Avenue and at Broad and 
Westmoreland streets, has always taken 
an active interest in life insurance af- 
fairs. He holds a certificate in life in- 
surance agency management from the 
American College of Life Underwriters, 
is a member of the American Association 
of University Teachers of Insurance, and 
an instructor of the Life Underwriter 
Training Council. He received his A.B. 
degree from Temple University and his 
M.A. from University of Pennsylvania. 

on * 

Paul L. Mitzner, director of person- 
nel, State Farm Insurance Companies, 
Bloomington, IIl., has been awarded by 
University of Minnesota the honorary 
title of “research affiliate.” The award 
was made for , outstanding cooperation 
and assistance” in the research program 
of the university’s industrial relations 
center. The State Farm Companies for 
some time have been participating with 
the university in studies in fields of 
salaries, personnel benefit, welfare pro- 
grams, management organization and 
personnel department staffing. 

a 

Donald B. Woodward former vice 
president for research with Mutual Life 
of New York, who recently went with 
Vick Chemical Co. as chairman of its 
finance committee, has been elected a 
trustee of the Lincoln Savings oper of 
New York. He formerly served a num- 
ber of government agencies as an econ- 
omist including Federal Reserve System, 
Treasury and State Departments. 

es ae 

Paul Brown, who is vice president of 
Lumberman’s Mutual Casualty, Chicago, 
and has been in the insurance business 
half a century, was subject of a column 
feature story wirtten by Tim Canty, 
United Press writer, in World Telegram 
and Sun and other Scripps-Howard 
newspapers on July 13. He is in charge 
of the bond and burglary department, 
and he told Canty some of his observa- 
tions in unusually interesting losses. 

* ok x 

Harry Coleman Hagerty, financial vice 
president of Metropolitan Life, has been 
elected a director of Radio Corporation 
of America. He fills a vacancy on Radio 
Corporation’s board left by resignation 
of Lewis L. Strauss following the latter’s 
appointment by President Eisenhower as 
chairman of Atomic Energy Commission. 
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Bulau’s Book Well Received 


The public’s reception of the remark- 
able book on fire marks written by Al- 
win E. Bulau of the Home Insurance 
Co. called “Footprints of Assurance” 
and published by the MacMillan Co., has 
been splendid. Daily newspaper critics 
have favorably reviewed it in many cities 
in this country and it has also caught the 
attention of the British book reviewers. 
A number of letters praising the volume 
have been received by President Smith 
of the Home from British readers. 

One of the surprising aftermaths since 
publication has been disclosure that there 
are hundreds of people who collect fire- 
marks and thousands more who are in- 
terested in the subject. After the book 
came out the Home learned of 60 col- 
lectors of whom it had not previously 
known. 

“Footprints of Assurance” is a compre- 
hensive and complete record of fire 
marks used by fire insurance companies 
in 63 different countries. These insignia 
themselves tell a story of the develop- 
ment of one of the world’s most impor- 
tant economic institutions—fire insur- 
ance. In America only a few small 
groups of marks had been collected prior 
to 1900. As this avocation developed 
abroad, however, the idea took root here 
also. Since that time there has been a 
steady increase in number of American 
collectors. At first the property owners 
advanced their prices and many rare 
and unique marks have brought sums far 
beyond $1,000. The top price is said to 
be $3,000. Some collectors have traveled 
from village to city throughout a given 
state, while others have visited every 
state in the union and made a systematic 
search for marks, traveling from street 
to street scanning each old structure for 
a possible “find.” The most valuable 
American firemarks are those of Hand- 
in-Hand and Green Tree. The largest 
fire marks collection is that of the H. V. 
Smith Museum in home office building 
of Home Insurance Co. 

Mr. Bulau spent a quarter of a cen- 
tury in the research which made _ pos- 
sible the preparation of “Footprints of 
Assurance,” the writing of which began 
in the author’s log cabin in Brown 
County, Ind., and was completed in his 
Greenwich Village apartment in this city. 
Born in St. Paul, Mr. Bulau was edu- 
cated in public schools of that city. When 
very young he studied art and while in 
his teens he became fascinated by the 
Chippewa and Sioux Indians, spending 
considerable time with them on their 
reservations. In later life these interests 
grew into a fondness for history and 
archaeology. He has a library of 450 
books on Indian ethnology. 

Mr. Bulau entered the insurance busi- 
ness in California as a salesman; re- 
turned to St. Paul where he conducted 
his own agency of general insurance. In 

















theefirst World War he was in an in- 
telligence unit in France. Since World 
War I his experience in the insurance 
business has been in Nebraska, Dakotas, 
Minnesota, Ohio, Indiana and New York. 
At the time he was transferred to the 
home office of the Home Insurance Co. 
he was state manager for Indiana. At 
the present time he is assistant secretary 
of the Home, manager of its advertising 
and public relations and curator of the 

V. Smith Museum. He succeeded 
Kenneth E. Dunshee as advertising and 
public relations manager of the company. 

Mr. Bulau first became interested in 
fire marks when one of the Home Insur- 
ance Co.’s marks which had been on a 
building in a small Ohio town was given 
to him by Jack Conway of Cincinnati, 
now manager of the Western Adjusting 
Co. there and son of Captain Conway 
who established the Cincinnati Salvage 
Corps. 

When Mr. Bulau began to form a col- 
lection of fire marks as a lifelong avoca- 
tion he started writing letters to many 
foreign countries and up to date has 
written 40,000 such letters to 138 coun- 
tries throughout the worid. He was 
greatly gratified by the result as he 
found cooperation nearly everywhere. 
These letters have resulted in his receiv- 
ing a large number of fire marks and 
other insignia. As the collection grew 
he had men on retainers in at least two 
countries—Greece and Turkey, who trav- 
eled about getting permission of owners 
of buildings for obtaining their fire- 
marks, many of which were ancient and 
of considerable value. One mark found 
on a building in Turkey was of the Sov- 
ereign Fire Assurance Co. of London. 

Mr. Bulau’s book contains many stories 
of historical interest. During the course 
of his research he found, for instance, 
that the first insurance concern had its 
beginnings in Charleston (then Charles 
Town) which city was founded in 1672 
and by 1690 had a population of 1,100. 
In January, 1732, the newly founded 
South Carolina Gazette published a no- 
tice that Freeholders of the town were 
offering opportunity for establishing an 
insurance office against fire which was tu 
become known as The Friendly Society. 
Two ot these subscribers to the Society 
were Captain Charles Pinckney, an attor- 
ney and legislator, who later became 
Chief Justice of South Carolina, and 
jacob Motte, public treasurer of the 
Province. It is interesting to note that 
two centuries later some of the descend- 
ants of Motte are prominently engaged 
in the fire insurance business in the 
southern states. 

Motte was one of the heaviest losers 
in the Charleston conflagration of 1749 
which fire also resulted in the ruin of 
the Friendly Society. The people of 
England sent a large sum of money to 
aid the sufferers of this fire and Gcver- 
nor Bull led his people in the project 
of reconstruction. Modern building codes 
have been brought about largely by 
“hindsight” resulting from th's disas- 


trous fire of Charleston. One of the most 
imposing of the new structures was built 





Pach Bros., N.Y. 
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by Charles Pinckney and Mr. Bulau said 
in his book: “The development of 
Charleston, and the entire South, was 
profoundedly affected by the Pinckney 
family. 

“Among other pioneers who contrib- 
uted to this development was Colonel 
George Lucas, an English Army officer 
and later Governor of Antigua. He 
brought his wife and daughter to South 
Carolina about 1737, bought three planta- 
tions and built a home five miles from 
Charleston. As soon as he had to return 
to his duties in West Indies he left his 
plantations in charge of his eldest daugh- 
ter, Elizabeth Lucas, who at the time 
was 16 years old. She was influential in 
development of indigo seeds, alfalfa and 
other major crops. In 1744 she married 
Charles Pinckney.” 

Today the oldest American fire com- 
pany in existence is the Philadelphia 
Contributionship. 

The Harold V. Smith Museum of the 
Home Insurance Co. contains specimens 
of early British marks, many American 
marks and those of other countries 
and in addition some of the early 
hand-drawn, hand-pumped fire engines, 
hats and other apparel of the old volun- 
tary firemen. There are some other mu- 
seums of fire marks. An outstanding one 
is that of Chartered Insurance Institute 
of London. Another noted one is that 
of the Insurance Co. of North America 
at its home office in Philadelphia, and 
in Baltimore there is the Baltimore 
Equitable Society display. 

Mr. and Mrs. Bulau have three sons 
—Alwin E., Jr., George and Donald, all 
of whom are fire insurance field men. 
Each was in World War II service. 





* * 


Ada Taylor—Atlantic City’s Busiest 
Woman 

A hotel director of sales with a wide 
acquaintance in the insurance field is Ada 
Taylor of the Claridge Hotel, Atlantic 
City, whose picture is shown on this 
page in the Olympic uniform she has 
been privileged to wear on several occa- 
sions. For a number of years Miss Tay- 
lor competed in swimming and diving 
events and later became president of 
two swimming clubs. It was through 
these activities that she was named to 
executive posts on several Amceri- 
can Olympic teams. At the Amsterdam 
games she was in charge of entertain- 
ment; at the Berlin games she chaper- 
oned the women swimmers and was di- 
rector of entertainment .for the entire 
team; at the London games she was on 
the administrative committee in charge 
of food and housing for women of the 
American Olympic team. She also at- 
tended the Helsinki games, but as a 
tourist. At present she is chairman of 
the women’s division of the Amateur 
Athletic Union of a special committee 
seeking to raise $500,000 for broadening 








ADA TAYLOR 


the base of the amateur athletic program 
throughout the nation. 

A partial list of insurance companies, 
or industry organizations in insurance, 
whose representatives she has met while 
they had conventions in the Claridge 
Hotel is this: 

Aetna Life Affiliated Companies, The Travelers, 
New Jersey Association of Underwriters, In- 
demnity Insurance Co. of North America, Bu- 
reau of Personal Accident and Health Under- 
writers, Maryland Casualty; insurance d.vision, 
American Management Association. 

And these life companies or organizations: 
Life Insurers Conference, Life Insurance Agency 
Management Association, Life Advertisers As- 
sociation, New England Mutual, Provident Mu- 
tual, Colonial Life. Prudential, Life  In- 
surance Co. of Virginia, Lincoln National, Penn 
Mutual Life, Pacific Mutual, Massachusetts Mu- 
tual, Continental American, Equitable Society. 

Also, John Hancock, Mutual Life ot New 
York, Commonwealth Life, Connecticut General, 
Home Life of New York, Metropolitan Life, 
Pan-American Life. 

Miss Taylor believes she is the first 
woman to head up a convention depart- 
ment in a hotel. She started her hotel 
career with Ambassador of Atlantic City 
where she was in charge of publicity and 
also was editor of its weekly paper. From 
there her next post was to organize and 
operate the convention department oi 
the Chelsea, the only hotel in Atlantic 
City at the time to have its own con- 
vention auditorium. 

Soon after the Claridge 
was asked to set up its convention de- 
partment. While the Claridge was in 
Uncle Sam’s service dur:ng Werld War 
II she went to Poland Spring Hotel, 
Poland Spring, Me., to publish its weekly 
paper. Prior to going to Poland Spring 
she opened a public relations office in 
New York, among her clients being Con- 
rad Thibault, radio concert star; Blanche 
Yurka, dramatic actress, and Lyman 
Beecher Stowe, writer. Also, she engaged 
in war work for the British Merchant 
Marines. When the Claridge was re- 
turned to its owners by the Government 
she went back to her former job. 

In the civic life of Atlantic City she 
is prominent. As president of Atlantic 
City Pen Women she has charge of an 
annual contest held among the high 
school students to select the best short 
story and best poem written by the 
pupils. She has written several one-act 
plays for amateurs and two books of 
philosophical essays. She is a former 
president of the Soroptimist Club of 
Atlantic City and of that resort’s Busi- 
ness and Professional Women. Her board 
memberships include those of Atlantic 
Visiting Nurse and Tuberculosis Associa- 
tion and Family Service Association, do- 
ing publicity for both. She handles the 
publicity for the annual Flower Mart 
and was publicity chairman for the Atlan- 
tic County British War Relief Society 
and also of Committee to Defend 
America by Aiding the Allies. For the 
past three years she has been president 
of Atlantic City-Neptune Figure Skating 
Club, and is a member of National In- 

(Continued on Page 23) 
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A fire alarm could be planned for 
your house with little extra cost and 
great increase in safety, especially 
in homes with young children and 
elderly persons. Alarm bells should 
ring on the main floor and in each 
second-floor bedroom. 


Fire extinguishers should be placed 
on each floor— installed between the 
probable source of flames and the 
nearest exit. In the basement, place 
it near the stairs. In the kitchen, 
— 
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near a door. On the second floor, 
in the hallway near the stairs. 
A soda-acid or water-type extin- 
guisher will do for ordinary fires of 
wood, paper or rubbish. A foam ex- 
tinguisher will also handle fires in 
flammable liquids— grease, oil, gaso- 
line, kerosene and paint. A small 
extinguisher of the carbon-tetra- 
chloride type (same as in your car) 
is advisable for fighting electrical 
fires, and is handy for fires in flam- 
mable liquids. 








FIRE CONTROL 


A faucet threaded to take the garden 
hose is also helpful in fighting fires. 
Such threaded faucets should be 
installed in the basement or laundry 
and outdoors on either side of the 
house. 


A sprinkler installation might be 
made in the basement, where most 
fires start, with sprinkler heads over 
the furnace and the stairs leading 
up from basement. 
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IT PAYS TO BRING 
YOUR INSURANCE MAN 
INTO YOUR PLANS 


Your home is the center of happiness 

and security for your family. For something 
so precious, you want the best protection 
possible. That’s why it pays you 

to bring your Home Insurance man into 
your plans. He can help you every step 
of the way ... can recommend construction 
features that will make your home 

a safer place in which to live. 

If you are planning to build or remodel, 
plan to have a talk with your Home 
Insurance agent because 

“built-in safety” can substantially 
reduce home accidents. 


n+l, 
yor We 


Safety | 


of Your 
B Family 





Ask your Home Agent for the 48-page 
booklet, “How to Build or Remodel for 
the Safety of Your Family.” It shows 
how to have a safer, more livable 
home through good design related to 
common sense work and play habits. 
Safety can be made to pay its own way. 


Your HOMETOWN Agent can serve 
you well—see him now! 








bs 4 


Ever since 1853 The Home Insurance Company 
has championed the placing of insurance through agents—" 
what is known as the “American agency system.’ 
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Powers Secretary of 
Prudential of G. B. 


ALSO OF SKANDIA AND HUDSON 


Native of Iowa Powers Began Career 
There and Subsequently Served With 


Aetna Insurance Group 





Frank K. Powers, J] 


secretary of the Prudential Insurance Co. 


r., has been elected 
of Great Britain, Skandia Insurance Co. 
and Hudson Insurance Co., all of 90 


John Street, New York City. This an- 


Matar 


FRANK POWERS, JR. 


nouncement follows action taken by the 
directors at their regular meeting in 
June. 

Mr. Powers is a native of Cedar 
Rapids, Ja., and a graduate of the Uni- 
versity of Iowa in Iowa City where he 
majored in banking and finance. From 
1942 until 1946 he served in the United 
States Army during which time he re- 
ceived specialized training at the Uni- 
versity of Wyoming and saw extended 
service in the European theater of op- 
erations. A reserve officer, Mr. Powers 
has been active in the reserve since re- 
turning to civilian life in 1946. 

Started in Insurance in 1946 


In that year Mr. Powers began his 
career in insurance with the S. T. Mor- 
rison Co., a local agency in Iowa City, 
while attending the University of Iowa 
to complete ong vi interrupted by the 
war. In 1947 he became associated with 
the Aetna ree Group of Hartford, 
where he received extensive training in 
that organization’s multiple line field- 
men’s training school. 

In 1948 Mr. Powers was assigned to 
the News irk, N. J., office as a casualty 
special agent and remained there until 
1952 when he was made manager of the 
Aetna’s casualty department in Char- 
lotte, N. C., having. jurisdiction over 
North and South Carolina. 

The Prudential, Skandia and Hudson 
are all reinsurance companies under 
the management of J. A. Munro. This 
group forms the oldest reinsurance office 
in the United States, the Skandia having 
begun business here in 1900. Total as- 
sets of the companies are in excess of 
$23,000,000, and their premium volume for 
1952 was approximately $9,500,000. 





MOFFAT HEADS NAIA GROUP 


Appointed Chairman of Bowen Public 
Relations Award Committee to 
Succeed Carleton I. Fisher 
F. Chandler Moffat, Westport, Conn., 
past president of the Connecticut Asso- 
ciation of Insurance Agents, has been 
appointed chairman of the Bowen Public 
Relations Award Committee, it is an- 
nounced by Walter M. Sheldon, Chicago, 
president of the National Association of 

Insurance Agents. 

Mr. Moffat succeeds Carleton I. Fisher, 
Providence, R. I., who was forced to 
resign due to personal reasons. Mr. 
Fisher had been chairman of the com- 
mittee since its formation. President 
Sheldon, in reluctantly accepting Mr. 
Fisher's resignation, lauded him for the 
outstanding work he has always done in 
the interest of the American Agency 
System and expressed the hope that he 
will soon be able to resume his asso- 
clation activities. 

Rounding out the committee are two 
well-known men in the field of public 
relations, both original members of the 
committee: John A. North, president of 
the Phoenix, Hartford, and Kenneth O. 
Force, editor of “The National Under- 
writer,” New York. 

The Bowen Public Relations Award 
which is made each year to the state 
association of insurance agents whose 
activities during the preceding year have 
given the public a higher regard for the 
American Agency System or the general 
insurance business, was founded by the 
Ohio Association in honor of the late 
Harold S. Bowen, 

The first annual award, made at the 
NAIA annual convention in Cleveland in 
1952, went to the New sai Associa- 
tion for its outstanding work in dealing 
with the automobile liability pierr-snay 
compulsory automobile insurance, and 
highway safety. 


N. P. Browne Joins Texas Co. 


Norris Patrick Browne, assistant ad- 
vertising manager of the Aetna Insur- 
ance Group, is leaving the Aetna on July 
24 to join the Insurance Co. of Texas 
Group at Dallas. He will be assistant to 
the vice president, public relations and 
advertising departments. Mr. Browne, 
well known in the advertising field, is 
a prominent member of the Insurance 
Advertising Conference, 


Allen Again Chairman U. S. 


Chamber Insur. Committee 





ALLEN 


CLINTON L. 


Clinton L. Allen, president, Aetna In- 
surance Co., Hartford, has been reap- 
pointed chairman of the Insurance Com- 
mittee of the Chamber of Commerce of 
the United States. 

The Chamber’s insurance committee 
consists of 29 members who are repre- 
sentatives of life, fire, casualty, surety 
and marine insurance companies, stock 
and mutual companies, fraternal  so- 
cieties, agents, brokers, mutual agents, 
life underwriters and university teach- 
ers of insurance. Sixteen states and the 
District of Columbia are represented. 

The insurance committee maintains 
close contact with the insurance and 
related activities of the Federal Govern- 
ment, which last year collected “pre- 
miums” in excess of $5 billion. 

The committee advocates continued 
state regulation of the insurance busi- 
ness, opposes socialized medicine and 
sponsors a national program of fire safe- 
ty. Its international activities include 
sponsorship of the Hemispheric Insur- 
ance Conference. 

The committee also acts as the liaison 
group between the insurance business 
and the Chamber’s over-all program to 
maintain and promote a sound and 
dynamic economic system. 

Eight new members added to the com- 
mitte this year are Francis V. Keesling, 
it, first vice president, West Coast Life; 
T Leavey, president, Farmers Insur- 
ance - Exchange, Los Angeles; David Mc- 
Cahan, Wharton School; Charles E. 
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Nail, president, Lumbermens Mutual of 


Mansfield, Ohio; H. Bruce Palmer, 
president, Mutual Benefit Life; Ralph 
Platts, president, Standard Accident; 
Bryan E. Smith, administrative vice 
president, Liberty Mutual; and Gus 


Wortham, pres:dent. Americzn General 


of Houston. 


Fireman’s Fund Changes 
In the New Jersey Field 


The Fireman’s Fund announces the 
resignation of State Agent John B. Kid- 
der, Jr., in New Jersey in order to join 
an agency in that state. State Agent 
Philemon Hoadley has been advanced to 
fire manager in charge of the fire and 
automobile operations in northern and 
central New Jersey. He has been with 
the companies in the group since 1935. 
Mr. Hoadley will be assisted by Special 
Agents George Johnson, Christian Young 
and Harry Dcdd. The last named has for 
several years been handling inside detail 
in the Newark office. 


N. J. Agents Ask Farmers to 
Aid in Farm Safety Week 


New Jersey farmers are urged to co- 
operate in the annual observance of Na- 
tional Farm Safety Week July 19-25. 
The New Jersey Association of Insur- 
ance Agents, through its secretary, 
Charles J. Unger, has offered its co- 
operation to help minimize fire loses. 

“The U. S. Department of Agriculture 

reveals farm fire losses average $100,- 
000,000 a year,’ Unger said. “Most of 
the fires can be traced to carelessness or 
faulty building construction, 
“The necessary precautions that should 
be taken to protect a farm and family 
are set forth in a 240 page booklet ‘Your 
Farm and Fire Safety,’ prepared by the 
National Board of Fire Underwriters and 
available by contacting our office at 24 
Commerce Street, Newark.” 





Brown Asst. Educational 
Director of Aetna Group 


Appointment of Howard H. Brown as 
associate educational director of the 
Aetna Insurance Group is announced by 
President Clinton L. Allen. Mr. Brown 
has been a member of the educational 
department since joining the Aetna in 
September, 1948. Prior to that he had 
served as a fire and marine fieldman for 
another company and as an adjuster in 
the New York City office of the General 
Adjustment Bureau, Inc. 

A native of East Orange, N. J., he 
prepared for college at Phillips-Exeter 
Academy and was graduated from Yale 
University in 1926. He began his career 
in the teaching profession before turning 
to insurance. L. Ray Ringer, assistant 
secretary of the Aetna, is educational 
director. 


Four More N. J. Towns 
Adopt NBFU Fire Codes 


Four more New Jersey municipalities 
have adopted codes prepared by the Na- 
tional Board of Fire Underwriters to 
provide greater safety from fire, it is 
announced by the New Jersey Associa- 
tion of Insurance Agents. 

President Roy H. MacBean of Cran- 
ford revealed Florham Park and Totowa 
are the latest to accept the model build- 
ing code, and Laurel Springs and Moun- 
tainside have adopted the suggested fire 
prevention ordinance. 


Huebner Mission 


(Continued from Page 1) 


1952 academic year as chairman of the 
insurance department of the Wharton 
School of Finance and Commerce, and at 
the end of the current academic year as 
professor of insurance. He now holds the 
title of emeritus professor of insurance 
and commerce at the Wharton School of 
Finance and Commerce. 
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Partnership Agreement Essentials, 


Need for Adequate Agency Reserves 
By W. S. CHANDLER 


Secretary, Phoenix Insurance Co. 


HW’. S. Chandler, secretary of the Phoenix 
of Hartford and affiliated companies, pre- 
sented to the New England insurance 
agents at their meeting recently at Po- 
land Spring, Me., some sound advice on 
essentials of partnership agreements and 
the wisdom of having adequate agency re- 
serves. He has been with the Phoenix for 
over 25 years. Most of what Mr. Chandler 
stated to the agents follows herewith: 


Partnership agreement essentials and 
accumulation of adequate agency re- 
serves are vitally important to the 
agency fraternity. For if intelligent 
thought and sound judgment are em- 
ployed the results are peace of mind and 
reasonable contentment. 

It is of interest to note that 24% of 
total premiums in property damage field 
are written by individually owned agen- 
cies—45% by corporations—and 31% by 
partnerships. 

Tailormade Agreements 

It is seemingly impossible to incorpo- 
rate in any written agreement all of the 
desired provisions and implied meanings 
of a true golden rule partnership, par- 
ticularly since each man’s problems vary 
so widely and since changing conditions 
cause changing needs. Soundly drawn 
ago of necessity must be tailor- 
made to fit each situation. 

The most important single preliminary 
act when considering a partnership is to 
know, beyond any doubt, the character 
and money management record of the 
person with whom you contemplate en- 
tering into a partnership. 

In my discussions with agents, and 
after reading many partnership agree- 
ments, | have been amazed by the casual 
attitude anent the absence of certain 
provisions in their agreements which 
should, from a common sense viewpoint, 
compel special consideration. Too much 
emphasis cannot in my opinion be put 
upon the necessity for a well-drafted 
agreement defining the rights and obliga- 
tions of the partners during the opera- 
tion of the agency as well as upon its 
dissolution, sale or liquidation. 

To give you a better picture of what 
I am driving at, let’s assume that, oper- 
ating under a partnership, you and your 
partner have full control of the business 
and divide the profits 50/50. As long as 
you are alive and physically fit you can 
control your destiny fairly well, but if 
one partner should die tomorrow, the 
law says the partnership is legally ter- 
minated, unless provisions in a written 
agreement has been made for continu- 
ance. . 
Choice of Surviving Partner 

In the absence of such an agreement, 
the surviving partner has no right to 
spend the firm’s money nor can he re- 
new any notes or transact any business 
in the partnership’s name. Under cir- 
cumstances, there are only three alter- 
natives the survivor has to choose from: 

One—To liquidate the business. 

Two—To reorganize the business with 
the partner’s heirs. 

Three—To buy out the heirs of the 
deceased partner. 

Liquidation of an insurance agency is 
not the best method of preserving capi- 
tal nor is reorganization with the heirs 
generally the happiest solution. In the 
absence of a “buy and sell” provision in 
the agreement, the survivor is hard put 
to again obtain full control of the agency 
into which he has put both money and 
much effort. 

It is therefore imperative to include in 
the agreement a “buy and sell” stipula- 
tion clearly specifying the disposition of 
the agency in event of death or disabil- 


ity and placing the surviving partner in 
full control. 

To avoid costly tax consequences, it 
is absolutely essential to understand the 
legal principles relating to the so-called 
“purchase rule” and “income rule.” Con- 
sequently it is of great importance that 
the “buy and sell” provision in the agrec- 
ment be most carefully worded. It should 
not, under any circumstances, contain 
language indicating an intended purchase 
or sale but should clearly provide that 
the state, or widow, is to continue as an 
income recipient of the partnership and 
is to participate in the form of a per- 
centage of the current profits. 


In Event Partner Is Disabled 


Another vital provision in addition to 
the “buy and sell” feature that should be 
included in this particular part of the 
agreement, is the procedure to be fol- 
lowed in event either of the partners be- 
come totally and permanently disabled— 
either mentally or physically. 

With these specifications clearly stated 
in your partnership agreement, you are 
enabled, in the event of the death or dis- 
ability of your partner, to carry on the 
agency and arrange to buy his interest 
without pressure. 

On the other hand, if the worst should 
happen and you should cash in your 
chips first or become disabled, your family 
would benefit accordingly from the same 
fixed settlement provisions in the agree- 
ment. 

Let us discuss a little further the con- 
tinuation of a partnership in event of 
death of a partner. There are three ways 
to handle this problem. It is quite pos- 
sible that you are familiar with them. 
Just to refresh your memory, the first 
and most common method of obtaining 
capital for purchase of deceased part- 
ner’s interest is through the medium of 
life insurance. Premiums for such in- 
surance are not deductible for tax pur- 
poses. 

Outright Purchase 


The second method is an outright pur- 
chase with available capital. However, 
the ability of the surviving partner to be 
able to finance this effectively would be 
doubtful in view of the current income 
tax cost and, as a further handicap, the 
payments made to the widow would not 
be tax deductible since they would come 
under the “purchase rule” and therefore 
must be treated as a capital item. 

Since it is not always possible to ob- 
tain life insurance and since the pay- 
ments under the outright purchase 
method are not tax deductible, let us 
examine the third method of solving this 
most perplexing problem. 

A liquidation of interest provision, un- 





der which the estate of the deceased 
partner represented by the widow or 
heir continues as a member of the part- 
nership, is the best answer we know 
about. That person, after being paid for 
her share of whatever physical assets the 
partnership may have, would get a per- 
centage of the profit for a specified pe- 
riod of time. Very often it is the equiva- 
lent of one year’s commission paid over 
a five-year period. 

In other words, the widow gets 20% of 
the amount due each year for five years, 
and thereafter has no further interest 
in the partnership. The beauty of this 
type of arrangement is that under the 
current law the surviving partner can 
deduct the payments made to the widow 
as an expense of the partnership. This 
is very important. 

The Tax Court holds that such pay- 
ments are permitted under the “income 
rule” as the transaction is not considered 
a sale. The widow, however, must de- 
clare and pay tax on the payments she 
receives. 

Disability Provision 


Now, we come to the all-important 
disability provision which so many agents 
fail to include in their partnership agree- 
ments. Assume there is a partnership of 
two men, one of whom becomes totally 
and permanently disabled, leaving one 
partner to do 100% of the ‘work for 50% 
of the pay. 

Most people are humane enough to be 
willing to do this for awhile, but there 
inevitably comes a time when some defi- 
nite arrangements must be made. In the 
absence of a proper provision in the 
agreement, the potentialities are mental 
anguish and difficult lawsuits. Those who 
had such an experience know exactly 
what I mean. 

For example, one of the partners in a 
successful agency became mentally dis- 
abled. He was subsequently confined to 
a mental institution. Every three or four 
months he apparently became well 
enough to return home, whereupon he 
would go into the agency and create 
such havoc that his partner, in despera- 
tion, tried to buy him out. 

The purchase was about to be com- 
pleted when the afflicted man was per- 
manently re-committed to an institution. 
His partner then had to deal with a com- 
mittee for a mentally unstable person. 
After two and a half years of difficult 
negotiations, the matter was finally set- 
tled at a cost far in excess of a normal 
dissolution. This is one of the many 
illustrations I could give you of the ab- 
solute necessity for having a proper dis- 
ability provision in all partnership agree- 
ments. 

Dissolution Clause 

I say “proper” advisedly—I have read 
many agreements which did not contain 
a disability clause but did have a three- 
months notice of dissolution clause. You 
are indeed an optimist if you think this 
will solve the problem. Just imagine that 
your partner is unfortunate enough to 
be in an auto accident and crippled for 
life—what are you going to do—give him 
and his wife and children three months’ 
notice? Of course not, but just how long 
are you going to be able to carry the 
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double load before you have to take ac- 
tion and then what kind of action are 
you going to take? Good judgment dic- 
tates arranging in advance for all pos- 
sible contingencies. 

I am encouraged in the belief that a 
review of partnership agreements is of 
great import to interested agents by the 
fact that following a discussion on this 
subject some time ago two agents came 
to me to say that I must have been 
reading their mail. Both agents hdd 
partners who had suffered disabling heart 
attacks within the year and were greatly 
disturbed about their predicament and 
fulfillment of their obligations since their 
agreement had not spelled out the proper 
action to take. 

Now the question arises about the type 
of disability provision you ought to have. 
The type most commonly used provides 
for a purchase of non-cancellable acci- 
dent and health policy on each partner’s 
life. The premiums paid are charged 
against the partnership although they 
are not deductible expenses for tax pur- 
poses. 


What Disabled Partner Receives 


In the event of total disability it is 
usually agreed that the disabled partner 
will receive his full share of partnership 
profit, less the proceeds of the accident 
and health policy, say for one year. For 
the second year he receives one-half of 
his normal profits and for the third year 
he receives one-quarter of the profits, 
less the proceeds of the accident and 
health policy, and thereafter has no fur- 
ther interest in the partnership, although 
he still receives the proceeds of his ac- 
cident and health policy for the rest of 
his life. 

Therefore, under this type of arrange- 
ment, for at least three years he will 
have something over and above the non- 
cancellable accident and health coverage. 
The dollars received from such insurance 
are, as you know, tax free! This is in 
itself a cause for rejoicing and some- 
thing of a minor miracle in these days 
of unbalanced national budgets. 

Of course you understand that circum- 
stances will determine the duration and 
amount of payments made by the sur- 
viving —— 

May I again remind you that a simple 
Prose ‘time notice clause” is a snare 
and a delusion when it comes to solving 
the problem of total mental or physical 
disability of a partner. 


Adequate Agency Reserves 


I should like to pass along a few 
words of wisdom about the importance 
of maintaining adequate agency reserves 
for emergencies and unforeseen contin- 
gencies. 

In the face of past experience it appears 
that local agents, as a group, take the 
prize for being optimists—where main- 
tenance of reserves is concerned. 

We have been surveying this phase of 
(Continued on Page 20) 
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Wins General Motors 
Pa. Better Highways Award 





GREGORY 


HERBERT P. 


Gregory, an insurance 
agent of West Pittston, Pa., was awarded 
the Pennsylvania State top prize of 
$1,500 in the General Motors Better 
Highway Awards contest. 

Prominent in his community, 
in insurance but civically, Mr. ( 
Aetna Casualty & 


Herbert P. 


not only 
iregory’s 


agency represents 

Surety, Aetna Life, Automobile, Hart- 
ford, Home, Aetna (Fire), Springfield F, 
& M., and United States Fire. He is a 


graduate of a home Office training eat 
of Aetna Affiliated Companies. 

Mr. Gregory is a past master of Valley 
Lodge 499, Masons, and is also active in 
Masonic circles in Bloomsburg, Pa., and 
Wilkes-Barre, Pa. He is a former presi- 
dent of the Wyoming Valley Insurance 
Exchange. 


Jacob Isaac Forms Own 
General Agency in Texas 





Jacob Isaac, former junior partner in 
the general agency of James H. Aldridge 
Co., Austin, has been ‘appointed § general 
agent in Texas for the four companies 
formerly represented by the Aldridge 
firm and is operating as Jacob Isaac, 
General Agent. The companies are the 
American Home of New York, Baloise 
Fire of Florida, and the Tri-State and 
Tri-State Fire of Tulsa, Okla. 

The Isaac general agency, according to 
the paterresench comet has assumed the 
handling and servicing of all business 
previously written through the Aldridge 
firm. In addition Mr. Isaac has retained 
the services of Special Agents Tom 


Dunstan, Tom Froeschl, C. L. Sherrod, 
Nell Pierson and C. D. Pickens, Jr. 

Mr. Isaac has been associated with the 
Aldridge firm for seven years as special 
agent, underwriter and junior partner. 
Prior to World War service he was an 
employe in the local agency established 
by his father, Jacob Isaac, Sr., in Bartlett, 
Texas. 

D. WARD HOWARD DIES 

D. Ward Howard, 75, insurance agent 

of Pulaski, N. Y., died June 23 at his 


home. He was a retired justice of the 
peace. 





AGENCY MANAGEMENT FORUM 


Phoenix-Connecticut Group Will Have 
Five Day Advanced Sessions in Hart- 
ford From August 3-7 


A five day 
ment forum will be held by the Phoenix- 
Connecticut Group at the home office in 


advanced agency manage- 


Hartford from Monday, August 3, 
through Friday, August 7. 

Eighteen successful insurance agents 
from 14 states and Canada will arrive 
from as far away as Texas and lowa 
to participate in the advanced forum 


which will cover every facet of 
management. 

The forum is under the supervision 
of the agency management service de- 
partment of th Phoenix-Connecticut 
Group —directed by Wm. Stephen 
Chandler, secretary and Robert B. Law- 
less, superintendent. 

After a conducted tour of the com- 
pany’s new home office building and 
greetings from President John A. 
North, the forum will enter the first of 
the discussion periods which will run 
throughout the week on a six and one 
half hour day schedule. 

In addition the officials and depart- 
ment heads within the company, experts 
in the fields of office layout, personnel, 
machine bookkeeping, voice-writing, let- 
ter-writing, accounting and_ statistical 
service and legal and tax problems will 
be brought in to lead discussions on the 
various aspects and problems of agency 
management. 

As stated in the program of proceed- 
ings, the purpose of the forum is to aid 
cost-conscious agents in adopting new 
techniques and modern, cost-saving de- 
vices in the operation of their agencies 
It was emphasized that the agency man- 
agement service department had de- 
veloped their wealth of ideas through 
correspondence and personal research by 
home office and field staff with several 
thousand successful agents over a period 
of five years. 


agency 





Scheffmeyer Retires and 
Ackerson Is Named to Post 


Robert J. Scheffmeyer, chief under- 
writer for the Continental, America Fore 
Group, metropolitan department, has re- 
tired at his own request under the Amer- 
ica Fore retirement plan. A resident of 
Huntington, Long Island, Mr. Scheff- 
meyer has been with the group 33 years. 
He has a wide acquaintance among the 
metropolitan New York City insurance 
fraternity who will join his associates 
in best wishes. 

Harry L. Ackerson, a veteran of 32 
years with America Fore and well known 
to New York insurance brokers, has 
tha selected to take Mr. Scheffmey er’s 
place. 


Conkling, Price & Webb 
Named by Four Fire Cos. 


Conkling, Price & Webb of Chicago 
has been appointed direct-reporting gen- 
eral agent for fire insurance by four 
major insurance companies Home Insur- 
ance Co., Fireman’s Fund, Citizens and 
Phoenix Assurance. 

These appointments mark the first ad- 
dition to the roster of companies repre- 
sented by Conkling, Price & Webb since 
the firm became Illinois general agent 
for the London Guarantee & Accident 60 
years ago. These moves coincide not only 
with the 60th anniversary year of 
Cc. P. & W,, but also with the 100th 
anniversary year of the Home. 

In addition to the present casualty 
connection, Conkling, Price & Webb will 
henceforth represent the Home for casu- 
alty business. The organization will be 
in a position to announce an even 
further expansion of both fire and casu- 
alty insurance sanemens soon. 


JAMES R. ( CHAPMAN DIES 
James R. Chapman, formerly operat- 
ing the old Chapman Insurance Agency, 








Louisville, Ky., founded by his late 
father Arthur Chapman, at one time 
vice president of the National Associa- 


tion of Insurance Agents, died recently 
at his home in Houston, Tex., where he 
operated the Wood Tex Co. The old 
Chapman agency was sold some years 
ago to the Sterling G. Thomson Agency, 
Louisville, headed by a former solicitor 
years ago for the Chapman agency. Jim 
Chapman was 49 years of age. He is 
survived by oe widow and two children, 
mother and a sister, Mrs. Raymond G. 
Plamp, of henivedie: 


JOHN BUDGE DIES 
3udge, 83, engaged in the insur- 
Ontario, for 


John 
ance business in Hamilton, 
35 years, died June 26. 








How would you select an agency? 





Would you look for an agency whose 
staff is selected and trained by long 
tradition to give friendly and skilled 
service ...an agency that has a repu- 
tation for straight shooting . . . that en- 
joys the confidence of its companies? 

With a pardonable ax to grind we 
recommend the Jaffe Agency. Special- 
ized knowledge is available here at a 
moment’s notice and your problem is 
ours too. Let’s talk it over. 


JAFFE AGENCY, 


VAUMLAINCE 
45 JOHN STREET ¢ NEW YORK 38, N. Y. 


INC. 


Telephone BArclay 7-8900 


FIRE ¢ INLAND & OCEAN MARINE ¢ AUTO PHYSICAL DAMAGE © BURGLARY © BONDS ¢ GLASS © DISABILITY 








WEGHORN 
HAS GOOD 
COMPANIES 


—because, 


as you now know— 


WEGHORN IS 
GOOD TO 
BROKERS 








Agents Oppose Windstorm 
Deductible in Arkansas 


The Arkansas Association of Insurance 
Agents has asked Insurance Commission- 
er Harvey G. Combs of Arkansas to set 
aside a recent order permitting a $50 
deductible clause on hail and wind covy- 
erage. The order was issued on applica- 
tion of the Arkansas Inspection and 
Rating Bureau. The agents call the op- 
tional deductible discriminatory and the 
rate excessive. The recent order also 
ruled that radio and TV antennas are not 
covered by customary storm insurance. 


Agency Partnership 
(Continued from Page 19) 


agency operations for five years and, 
based on recorded evidence, not one 
agent in ten maintains an adequate re- 
serve for emergencies. The question im- 
mediately arises as to what constitutes 
adequacy. Obviously, this will vary de- 
pending on agent’s own obligations and 
existing circumstances. It is not for me 
to say how much is considered adequate, 
despite the fact that I am frequently 
asked this question. 

Some agents tell us that they feel the 
equivalent of three months’ commissions 
is enough—others say six months’ should 
be considered a minimum “shock cush- 
ion.” Then a few conservatives say they 
believe one year’s commissions is nearer 
being considered adequate. 

You may take your choice, as you are 
more familiar than I with the need for 
a reserve. There are however various 
obvious reasons for it, such as unearned 
commissions on large lines, bad debts, 
taxes, sudden depreciations of agency as- 
sets, and of course fluctuations of eco- 
nomic conditions. These reasons become 
even more significant in areas where the 
prosperity of a whole community de- 
pends largely on a single industry. 

There is another primary need for a 
reserve—it seems to me—which agents 
rarely seem to think about. It is the 
possibility of enforced absence from ac- 
tive supervision of their agency for a 
protracted period due to accident or ill- 
ness. 

Just consider for a moment the effect 
on both your and the agency’s status of 
the removal of your productive force for 
even one year coupled with attendant 
medical and added business expenses. 
Should such an incident occur during a 
down-swing in the national economy, the 
need for adequate reserves becomes even 
more apparent. 

Many of you went through the depres- 
sion in the ’30’s when thousands of 
agents who were thought to be finan- 
cially sound then went into committee. 
According to reports, there were over 
1,600 agents in EVA territory alone of 
which 640 never survived. Just think for 
a minute how many of these agencies 
could have weathered the storm if they 
had accumulated an adequate reserve for 
emergencies during good times. 

In all sincerity, may I urge those of 
you who have not yet built up an ade- 
quate reserve to begin building one now 
while there is yet time. Your needs will 
be better protected if it is set aside from 
your common funds and invested in good 
interest-bearing, tax free bonds. 
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The Plus Values of Representing the North America Companies —no.7 in a series 














HOW TO MAKE COLD CASH IN 
HOT WEATHER 


Introduction of the Vacationists Personal Effects 
Policy—another North America first—gives you an 
extra facility for your summer: sales program, gives 
you a competitive edge to turn prospects into 
appreciative customers. 


This new policy provides your client with prac- 
tically all-risk protection for his family’s personal 
effects while on vacation anywhere in the world. 
It sells because it meets a public need. 


Get all the facts about this new product of 
North America research—another in a long list of 
“Plus Values” that come from representing the 





North America Companies. Ask the Manager of the 
nearest North America Service Office to give you a 
complete rundown on all the advantages cf becoming 
associated with this pioneering insurance group. 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 


PROTECT WHAT YOU HAVE© Philadelphia 1, Pa. 


Pioneers in Protection—Serving with 20,000 Agents in the Public Interest 
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London Assur. Worldwide Operations 


Show Increase in Premiums, Assets 


Premium income of the London As- 
increased £1,- 


“genuine 


surance from all sources 
445,000 during 1952, reflecting 
expansion and consolidation of the prog- 
ress made during previous years,” R. 
Olaf Hambro, governor of this worldwide 
declares in the company’s 
received in this 


institution, 
annual report recently 
country. 

Consolidated assets of the London As- 
surance and 12 subsidiary companies in- 
creased £2,670,000 during the year to a 
total of £45,574,000 as of December 3], 
1952. Consolidated profit for the year 
is reported at £767,009, a gain of £200,797 
over the net 1951. . 

During the year the sum of £662,337 
was drawn from the general reserve fund 
and applied in payment of the £1-5s-0d 
per share then Promo unpaid on the 
529 1870 issued ordinary shares, thus mak- 
ing them fully paid. The paid-up ordi- 
nary capital now amounts to £1,324,675 
as against £662,338 previously. 


Fire Premiums Gain 

The fire account remains the largest 
of the company *s income accounts, el 
ducing premiums of £7,797,000 in 1952, 
as compared with £7,298,000 the previous 
year. With claims and expenses both 
showing slightly more than proportionate 
increases, profit in the fire account was 
down slightly, from £541,722 or 7.4% in 
1951, to £538,399 or 6.9% last year. 

The accident account benefiting from a 
long overdue rise in motor insurance 
rates shows a substantial increase in 
premiums from £3,718,000 in 1951 to 
£4,452,000 last year. However, with the 
rate increases little more than keeping 
pace with the rise in claims automobile 
operations still show a loss. Thanks to 
a favorable experience on other classes 
the accident account, as a whole, showed 
a ogra profit of 24% as compared with 
2.7% for 1951. 

A substantial portion of the report 1s 
devoted to the marine account which as 
Mr. Hambro says “is perhaps a more 
sensitive index of economic conditions” 
reflecting most keenly the check to the 
inflationary trend of prices. 

With marine premiums virtually un- 
changed at £3,597,000 claims paid rose 
approximately £300,000, showing a ratio 
of 70% as against 63% for the previous 
year. Mr. Hambro said the marine in- 
surance market has recently suffered an 
“extraordinary sequence” of total losses 
and major casualties. “These things run 
in cycles, and it is no doubt healthy that 
the market should be reminded that such 
unfortunate losses cannot be avoided in- 
definitely. For a long time the market 
has been very fortunate in the matter 
of serious casualties, and these recent 
losses are a useful reminder that rates 
must be sufficient to provide for the 
cost not only of minor repairs but also 
for the great catastrophes which occur 
periodically,” he said. 

The London Assurance governor also 
warned that large claims will have to 
be settled under marine policies as a 
consequence of the disastrous floods 
early this year in England, Holland and 
Belgium. 

Life Insurance 

The company reported an “excellent 
year” in its life insurance account. Total 
premiums for the year were £1,845,000, an 
increase of £137,000 over 1951, with death 
claims in 1952 only £309,000 as against 
£404,000 in the preceding year. An im- 
portant factor has been the growth in 
pension scheme business, the corpora- 
tion’s simple yet flexible plan making a 
great appeal to employers. The life fund 
at year-end stood at £17,894,000, an in- 
crease over 1951 of over £1,000,000. 

Dealing with the incidence of taxation, 


Mr. Hambro points out the shareholders 
of the company have received “no bene- 
since the war from the 


fit whatever” 


large increase in volume of business writ- 
ten and profits earned notwithstanding 
two increases in the rate of dividend. 

In 1938 the premium income of the 
corporation amounted to £5,330,000 and in 
1951 to £16,269,000. Underwriting profits 
for 1938 were £323,000 and in 1951 were 
£1,160,000. Income taxes in 1938 were 
£78,000 compared with £700,000 in 1951. 

“During these years of expansion, your 
directors have been very conscious of 
their obligation to build up the reserves 
necessary to carry the increase in lia- 
bilities, and they have felt bound to con- 
serve their resources rather than increase 
the dividends. On the other hand they 
cannot overlook the fact that a high pro- 
portion of the proprietors of the corpo- 
ration are dependent for their livelihood 
on the dividends from their investments, 
and they would not feel justified in con- 
tinuing indefinitely to withhold from 
the shareholders some participation in 
the increased profits.” 


Dividends 


Dividends paid or payable in respect 
of 1952 amount to £287,765 to which must# 
be added a profits tax of approximately 
£100,000 payable in respect of the dis- 
tribution of those dividends. However, 
the total cost of the dividend and the 
relative profits tax is amply covered by 
the 1952 investment income of £411,841. 

The London Assurance organized in 
1720 is an outstanding example of a suc- 
cessful completely multiple line writing 
company operating in virtually every 
part of the globe. 

Operations in this country are under 
the supervision of United States Mana- 
ger Walter Meiss who is also president 
of the affiliated company, Manhattan 
Fire and Marine. James C. Hitt is mana- 
ger of the Pacific Coast department and 
vice president of the Manhattan. Chubb 
and Son are marine managers for the 
London Assurance here. J. A. Pollen, 
well known in this country, is general 
manager of the corporation. 





AMERICAN DIVIDEND 
Directors of the American Insurance 
Co. have declared a_ dividend of 
55 cents per share on the stock of the 
company, payable October 1 to stock- 
holders of record September 1. 








Eisenhower Birthplace 


Gets Fire Risk Checkup 


Experts from the Fire Prevention and 
Engineering Bureau of Texas. have 
agreed to see what they can do to make 
one of Texas’ top tourist attractions fire- 
resistive. On Friday, July 17, the insur- 
ance experts will go to Denison to make 
a careful inspection of the two-story 
frame house where President Dwight D. 
Eisenhower was born. Representatives of 
the Eisenhower Foundation, who asked 
the experts to Denison, plan to follow 
their recommendations to the letter. 

as Sidney Briggs, manager of the 
engineering bureau, and — V. Keep- 
ers, assistant manager. will make the 
check themselves. 

Interest in making the local shrine 
fire safe began last April following a 
community-wide fire hazard inspection of 
Denison by members of the North Texas 
Division of the Texas Insurance Field- 
men’s Association. At that time the in- 
spectors, making a routine check of the 
Eisenhower home, discovered a serious 
gas leak in the kitchen cookstove and 
several other hazards. The inspectors 
urged that the home be closed to visitors 
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until the hazards could be removed. They 
also gave a report of their findings to the 
newspapers. 

The story was published throughout 
the nation, and it brought an immediate 
response. A manufacturer of automatic 
fire alarm systems offered to install one 
free in the home. A Fort Worth sup- 
plier said he’d furnish any materials 
needed to make the house fire-restistive. 
Other offers of help poured in from 
every state. Some of these offers are 
going to be accepted. 


Ford G. Keeler, N. Y. Broker 
Dead; Was With Parker & Co. 


Ford G. Keeler, who was an associate 
broker with Parker & Co., 60 E. Forty- 
second Street, New York, and well 
known for his production skill, died July 
7 at Belgrade Lake, Me., after a long ill- 
ness. He was 46 years of age. 

A graduate of the Wharton School, 
University of Pennsylvania, Mr. Keeler 
was first associated with Smyth, Sanford 
C Gerard, Inc., New York brokers, and 
then with Parker & Co. Faced with 
series of operations a year ago, he 
showed great courage in continuing to 
carry on his insurance work after his 
partial recovery. 

He is survived by his wife, Mrs. Thelma 
B. Keeler; a son, Richard, and a daugh- 
ter, Dale, all living in Montclair, N. J. 
and his parents, Mr. and Mrs. Richard- 
son G. Keeler of Verona, N J. Funeral 
services held July 10. in Montclair, were 
attended by a number of his insurance 
friends and associates. 





Reporting Form for 
Single Locations in N. Y. 


General Manager H. Sumner Stanley 
of the New York Fire Insurance Rating 
Organization announces that effective 
July 13 single location risks will be 
eligible for reporting Form A. Hereto- 
fore the rule required a minimum of 
two locations to qualify for the report- 
ing form. 





Closing Worcester Office 

The National Board of Fire Under- 
writers announces it is closing today 
its temporary field office in Worcester, 
Mass., that had been opened on June 11 
to supervise adjustment of losses result- 
ing from the tornado of June 9 in the 
eastern Massachusetts area. 

The action was taken, the NBFU said, 
as approximately 80% of the stock com- 


pany losses in that area has been ad- 
justed. Similar supervisory offices in 
Columbus, Ga., and Waco, Texas, opened 


almost immediately after tornadoes struck 
those areas, also have been closed. 
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Outlines Problems to Study Before 
Deciding Not to Carry Insurance 


The decision “not to insure” should 
n-ver mean simply a failure to act; it 
sould always represent a positive course 
o action, Bion H. Francis, insurance 
manager, Olin Industries, Inc. New 
Haven, told the American Management 
Association’s national insurance confer- 
ence at the Hotel Statler in New York 
recently. 

Even non-insurance should be a posi- 
tive course of action in which the de- 
cision is supported by evidence in the 
files, he declared. The decision not to 
insure may be carried further. It may 
be developed into a formal self-insur- 
ance program under which rate ex- 
perience is built up and reserves are 
established, using actuaries, adjusters, 
engineers, and other specialists just as 
an insurance company would do. Or it 
may take the form of excess insurance, 
a method of reducing the total risk in 
order to develop a limited area in which 
the decisions on whether to insure a 
particular hazard can be applied. 


Action by Highest Authority 


When the decision not to carry insur- 
ance departs from the usually accepted 
practice, it should be made by the high- 
est authority within the company, ac- 
cording to Mr. Francis. Studies and 
recommendations not to carry insurance 
that represents a normal business prac- 
tice should go to the board of directors 
or to an executive committee of the 
board. The stockholder is “justified in 
assuming that we follow accepted stand- 
ards in the insurance of property and 
hazards.” 

To guide the insurance manager’s judg- 
ment in deciding whether or not to in- 
sure, Mr. Francis suggested the follow- 
ing questions: 

What was the loss experience in 
previous years? Past experience should 
be studied over as long a period as pos- 
sible, with attention to the annual 
amount of loss, fluctuations from year 
to year, and the averaging out of losses 
over a period of years, using both dollar 
amounts and rates in relation to ex- 
posure, 

2. Can we rely on this average rate 
of yearly loss in the future? Such an 
evaluation of future risk, according to 
Mr. Francis, is “perhaps the most im- 
portant function of insurance.” Accord- 
ing to the law of large numbers, he 
said, as the number of exposures to loss 
increases, the proportion of losses ap- 
proaches the underlying probability of 
loss. A large company can perform with- 
in itself the same function of spread- 
ing risk that the insurance company per- 
forms for small policyholders. 


Studying Increase in Losses 


3. How serious would 
loss be? There is some automatic pro- 
tection, Mr. Francis pointed out, “if we 
make the same estimate of losses (in 
fire insurance) that the insurance com- 
pany does, and losses prove to be twice 
as great as estimated, the losses have 
been increased only to the amount of 
premium that would otherwise have been 
paid.” If losses increase beyond this 
point, the company’s financial position 
becomes important, “if the company’s 
financial position is too weak to bear 
unexpected losses, that is a reason for 
insuring.” 

4. Can we save money by not insur- 
ing? To determine possible savings, he 
suggested, compare expected loss ex- 
perience with the premiums that must be 
paid for insurance. If you expect a loss 
ratio less than that which is expected by 
the insurance companies, he said, this 
may be a reason for not insuring, espe- 
cially in industries where insurance costs 
are high and make the difference between 
profit and loss. If top management is 
not truly concerned with loss preven- 
tion, the company probably should carry 
insurance; if top management is doing 
everything possible to reduce losses, the 
savings that may be expected from self 


an increase in 


insurance will be increased correspond- 
ingly. 

Another element to consider is the 
company’s competitive cost position. If 
an important part of the competition is 
using self insurance to reduce costs, 
“you may be forced to do the same,’ 
Mr. Francis pointed out. The pricing 
situation may not permit savings from 
self insurance. In the case of cost plus 
contracts or the equivalent, there is a 
reason for carrying insurance if insur- 
ance premiums are recognized as part of 
the cost structure and losses are not. 
Insurance premiums often buy service as 
well as insurance. The value of that 
service must be weighed in computing 
the savings from self insurance. 

And finally there is the effect of taxes 
on savings. Taxes have no effect on com- 
pensation, liability, and some other types 
of insurance, where both the premium 
and the loss are tax deductible, but for 
many forms of property insurance the 
premium is deductible and much of the 
loss may not be—for example, if the tax 
deduction is limited to the “adjusted tax 
basis” of the property. 


Minority Interests 


5. Is it necessary to protect minority 
stock interests? Even if it is satisfactory 
not to insure the property or hazards 
of a major company, some of its sub- 
sidiary units may have minority stock 
interests that would not be protected 
satisfactorily if the subsidiary companies 
remain uninsured, Mr. Francis said. 

Is insurance the best method of 
meeting the hazard? The money spent 
on insurance premiums might be put 
to better use in hiring more plant guards 
or in microfilming records. 

7. Is the program logical and con- 
sistent? Once the insurance manager 
has decided not to insure a major risk, 
according to Mr. Francis, he should 
broaden the application of the law of 
large numbers by extending this decision 
to every suitable lesser hazard. 

8. Is satisfactory insurance available ? 
“Obviously if we cannot get satisfactory 
insurance, we can’t carry it.’ 


Northern Assurance 


Opens Toledo Office 


United States Manager E. D. Patton 
of the Northern Assurance Group, an- 
nounces establishment of a service office 
in Toledo, Ohio. This new office will be 
located in the Spitzer Building under 
supervision of State Agent Robert G. 
Hafner who is well known among agents 
in northwestern and north central Ohio. 
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Royal Liverpool Opens 
Brooklyn Claims Dept. 


The Royal-Liverpool Insurance Group 
announces opening of a claims depart- 
ment at 188 Montague Street, Brooklyn. 
The office is under supervision of Vin- 
cent G. Considine and will handle claims 
in Kings County. 

Also announced is promotion of Mat- 
thew E. Bernhard to superintendent of 
the metropolitan liability claims depart- 
ment, which services New York, Queens, 
Bronx and Richmond Counties. 

Mr. Bernhard succeeds John H. Michels 
who has been made a member of the firm 
of Cohen & McGuirk, attorneys of rec- 
ord in New York City for the Royal- 
Liverpool Insurance Group. 


Elect Branch President 
Virginia Agents’ Assn. 

William H. Branch of Richmond was 
named president of the Virginia Associa- 
tion of Insurance Agents at the annual 
convention of the organization held at 
Roanoke. He succeeds Thomas W. Hen- 
derson of Norfolk. 

Albert E. Cox, Danville, vice president 
and board chairman; John A. Lester, 
Wytheville, secretary and treasurer, and 
Theo W. Kelley, Richmond, national di- 
rector for Virginia, also were elected. 

State directors named are E. J. Mor- 
gan, Hampton; C. M. Flintoff, Suffolk; 
Giles Robertson, Richmond; D’Arcy W. 
Roper, Petersburg; Richard F. Burke, 
III, Lynchburg; Reginald Wood, Roan- 
oke; Arch A. Sproul, Staunton; Henry 
and H. A. Burke, 


Downing, Front Royal, 
3ristol. 
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North America Opens 
Branch at Springfield 


Mass., the 


America Companies was officially 


The 
North 
opened 


Springfield, office of 


last week. The newly-cleaned and 
structure was formerly the 
home office of the Springfield Fire & 
Marine, which moved some months ago 
to a new building. 

Officials from the home office in Phila- 
delphia of the North America toured the 
building. These included Ludwig C. 
Lewis, vice president; J. Kenton Eisen- 
brey, secretary and treasurer; William 
Robinson, assistant comptroller, and 
Howard Arrison. Assistant Manager Ed- 
gar C. Osborn stated that nearly 100 
employes are now at the new branch 
office which will service much of New 
England. Algernon Roberts is manager. 


redecorated 


Insurance and Related 
U. S. Government Operations 


The Chamber of Commerce of the 
United States Insurance Department has 
published “Insurance and Related Opera- 
tions of the Federal Government.” It is 
a 79-page study. The cost of government 
underwriting, to both insureds and gen- 
eral taxpayers, is shown and obscure ele- 
ments of cost are revealed. It demon- 
strates what it means to private insur- 
ance when government becomes an un- 
derwriter. Also, what it means to the 
taxpayer when government bears insur- 
ance Also, what it means to all 
business when tax-subsidized govern- 
ment competition appears. 


Bié Bill 


from 


losses. 





(Continued Page 15) 
stitute of Social Sciences. 

Also, Miss Taylor is a member of At- 
lantic City Hotel Association, Atlantic 
City Centennial and Seventy-Fifth Anni- 
versary of the Electric Light. In the 
latter organization she is chairman of 
the New Year’s Eve festivities committee 
for the hotels of Atlantic City. In the 
Miss America Pageant she is on the com- 
mittee of judges who are artists, edu- 
cators, actors and talent scouts. She 
inspired the founding of the Atlantic 
City Antique Collectors Club, her hobby 
being collecting autographed books by 
an author whom she knows personally 
and photographs of notables who stay at 
the Claridge. 

A widow, 


Russell F. 


her married name is Mrs. 


Sackett. 


WILSON BACK FROM EUROPE 
Joseph H. Wilson, secretary of the 
Home Insurance Co., who flew to Lon- 
don on May 30 to attend the coronation 
and visit points in England and France, 
returned to New York during the past 
week 
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Russ Asks Full And Fair Treatment 96 Fulton St., New York 38 - WOrth 4-6141 
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For Multitude of Small Claimants me? A closer look at what I did might being placed on the “party” distinction. 


light up the problem in clear perspective Perhaps the approach to a claim should G 
: and some helpful ideas might emerge. depend not so much upon whether it is 
A defense of the small claim in insurance is made by Charles P. Russ, Jr., claims Two Schools of Thought a “first” or “third” party matter, but F 


superintendent, inland marine and fire division of the New York office of the’ United 


First, Neusents was one of our own ‘father on the character and integrity 
States Fidelity & Guaranty, in an informal survey of the small claims problem ° 


policyholders who had paid usa premium 0! the claimant. 





























































written for the Inland Marine Claims Association of New York. Mr. Russ is vice ine Ede coversae; Thue distiepatshed hes After all, the company’s liability to the 
president of that association. Re ; E ; from the so-called “third party” claim- third party is just as legally binding as 
Small claims are one of the major “bugaboos” of the insurance business and in ant making a claim against our policy- its liability to its own policyholder. Per- m 
an effort to get rid of many of them insurance companies have instituted a holder under a. liability policy. We, haps it is wishful thinking to expect the de 
provisions on numerous fire, automobile and marine coverages. Some of these are therefore, owed Neusents a direct obliga- rial i adjuster to adapt his practices th 
optional, some mandatory. _ i As x ; Mice tion to afford him prompt and equitable to this broad view which may be the pi 
In his bulletin calling for full and fair consideration of the small, so-called apicideratonlorinselain: justification for the separation of first hi 
nuisance claims, Mr. Russ presents his views as follows: This attitude does not necessarily ex- and third party claim procedures. or 
Early in my career as a claims man, I a we ow — had se it = 4 hag fe noreg stnieies aes Overpayments ~ 
cial a sceivinge < tter : an that we might do well to discover by 1ir¢ party. on oC ante ave : ee 
irae Bee gies Sees what means we may most effectively gone | so far as to establish separate ™ Sree: Neusents was not being over- be 
ye process it. Since most of our work in- first and third’ party claim depart- fis Wicansie asain i heleiaedie- nal ti 
eer bes a ST, ler mv personal volved small claims there was surely an. ments, with differing attitudes and rou- De ee espe Clete le Met fe 
wish to report under my persona 2 be | ines. In fact, “third party” adjusters are Presented a bill. A telephone call to the fi 
property floater the loss of a suit valued urgent need for some additional thought — tines. In fact, “thir pa y = justers seller satinGed She tat the oalt talabea! ‘i 
I Said , paeon small cl: > sidered psychologically unsuited : . 8 
at $35, for which I enclose a duplicate on small claims procedure. _ often conside BE fe hee At ; had bee cently bought and its value : 
eae at fa ae, i This le ask myself why I had to handle “first party” claims and vice ad (peen recently DOUgnt and is value A 
bill. It was stolen yesterday from my rhis led me to ask myself why I seated legitimate. However, the check-up doesn’t Si 
Lacan . » local tai This is aid Neusents. What principles, con- versa. pe tarred act ’ p de : 
car en route to the local tailor. This is pat ee rao It Pie that too anuchvemplasiscis) Aways ep rover out al 
my first loss. Please send me a check. sciously or unconsciously, had motivatec may be thz Paes Third, placing Neusents’ claim under cl 
Yours truly, __ M the pile of “more important” ones would, al 
A. Neusents. of course, have been a_ short-sighted ac 
“Please send me a check”—certainly a weakness on my part. 75% of my work st 
courteous request, but a very real chal- —l’ve learned since—consists of small bi 
lenge. My job was to investigate claims claims. Neglecting them means that only Ww 
and pay policyholders what they were a small fraction of my job is receiving at 
entitled to receive. My boss expected proper attention. Obviously, therefore, 
if I am lax in the disposition of the small 
claim, I am functioning inefficiently. pe 
Should I hi ive been tougher with Neu- in 
sents because he was a New Yorker? th 
We have heard it said that city claims re 
should be finely processed with the m 
sharpest edge of skepticism. But should V 
we not treat each claim on its own It 
merits ? A 
In his proof of loss, Neusents stated ce 
the facts of his loss simply and clearly i 
(thanks to our simplified form) and _ his ce 
signature was under oath. A memo clip- ce 
ped to our daily report described Mr. 
Neusents as a responsible business man, til 
a fair risk with no previous losses. The a 
verified bill attested to the value in- th 
volved. Did these facts justify my send- be 
& FIRE AND GENERAL ing Mr. Neusents a check? I think so! of 
e Risk Inspections—Claim Man’s Starting A 
e Point ia 
in 
e INSURANCE COMPANY . The risk inspection report attached to 
e Neusents’ daily report gave me a line on of 
C) him before I undertook to process the de 
« JOHN A. HEINZE, PRESIDENT claim for payment. The facts in it satis- tir 
e fied me that he was a good moral risk. of 
My investigation was then half-complete. pr 
e Like the average claim man, I would is 
CHARLES P. RUSS, JR. e normally resist paying anything to an 
& unknown, unseen assured. But, if the 
k , e claim is small, payment is hastened and 
file on each claim. And he expected to ° investigation expense saved by a clean O 
see in it posse verified facts to justify bill of health contained in a risk. in- 
what I did with the claim. At the same CF spection. 
time, he wanted me to be fair, thorough, e REINSU RANCE You may say Neusents’ was an easy 
expeditious and, of course, economical. e case. Suppose, instead of losing a suit, Nt 
Among other things, in the ordinary e FIRE & ALLIED LINES he had claimed it to be damaged beyond th 
case, the boss would expect me not to : repair, for example; ruined by a ciga- ve 
spend more for investigation than the h e rette burn? Would I have paid him just 
amount claimed. This was what made & as quickly? Perhaps. He would, of st 
Neusents’ claim a problem. Should | & course, have been asked to send the suit dle 
send Neusents a proot of loss, take his eS DIRECT INSURANCE to my. office. Or, our “outside” man co 
word for what he said in it, and pay e : would have picked it up. If the damage st 
him? Or, should I investigate the claim could not be properly rewoven, Neusents pr 
at a cost that would inevitably be out OCEAN & INLAND MARINE would promptly receive the value of the 
of proportion to the amount claimed? € : ke suit. co 
Small Claims Procedure s As a matter of fact, seeing the suit pe 
Well, I paid Neusents pretty promptly € would enable a disposition without an Wi 
and without investigating much. You e invoice—(though some prefer the in- " 
may ask, “Was that sound procedure ?” e voice in all cases). A check of the a 
Good que “ m. I know you are not con- 90 JOHN STREET sleeve-ends, cuffs, pocket linings and e 
cerned with the $35 that was paid. e over-all workmanship would i in an instant ‘a 
I found innumerable treatises which NEW YORK 38, NEW YORK tell the story of the suit’s original value er 
referred io the disastrous effect of the and wear. Its current value—assuming 2 
small claim, the need for bringing it its lifespan to be from three to five 13 
under control, the suggestion that it be years—would be a matter of simple ne 
wiped out by the deductible, but nothing arithmetic. : 
in the literature seemed to recognize (To Be Concluded) ‘ 





ore, 
nall 


eu- 
er? 
ims 
the 
uld 
wn 


ted 











July 17, 1953 





THE EASTERN 
UNDERWRITER — 






——————__ 


SRE SUES OL Ree 
(ret soy, 






Page 25 














AIU Appoints Smith 
In Bonding Department 


GROUP EXPANDS OPERATIONS 


Former Continental Casualty Vice Presi- 
dent on Coast to Specialize in Home- 
Foreign Bonding Field 


H. Marshall Frost, fidelity and surety 
manager for American International Un- 
derwriters Corp. and affiliates, announces 
that Charles R. Smith, formerly vice 
president of Continental Casualty Co., 
has joined the American International 
organization. Mr. Smith has transferred 
from Los Angeles to New York where 
he will specialize in the home-foreign 
bonding field. 

“This expansion of American Interna- 
tional activity in the surety and fidelity 
fields will, it is hoped, help to fill a 
genuine need of numerous industrial and 
commercial firms throughout the | nited 
States,” Mr. Frost said, in making the 
announcement. “The United States 
change from a continental economy to 
an international economy is a fact widely 
accepted in foreign lands. However, in- 
stitutional guarantees of individual sta- 
bility and performance capacities are 
widely sought abroad, as they are here 
at home. 

Recognize Loss Prospects 

“American enterprises entering or ex- 
panding in the foreign field, also, increas- 
ingly recognize the prospects of loss 
through human failure. Published figures 
reveal that private United States invest- 
ments abroad have tripled since World 
War II, earned 2% billion dollars in 1952. 
It seems likely that the volume ot 
American construction and other techni- 
cal enterprises abroad was even greater. 
The American bonding market can be- 
come an essential component in the suc- 
cess of such undertakings.” _ xy 

Mr. Frost initiated the bonding activi- 
ties of American International more than 
a year ago, and has traveled throughout 
the world in connection with specific 
bonding ventures and a continuing study 
of conditions and circumstances affecting 
American sureties. Mr. Smith’s appoint- 
ment reflects an important development 
in this highly technical field. — 

As resident vice president in charge 
of Continental Casualty’s Pacific Coast 
department, Mr. Smith was chief execu- 
tive of a multi-million dollar operation 
of his company and its affiliates. He had 
previously headed the fidelity and surety 


RETIRES PREFERRED STOCK 








Of 154,160 Shares, Maryland Holders 
Convert 131,203 Into Common Stock; 
Rest Is Redeemed by Company 
Marvland Casualty Co., Baltimore, on 
July 13 announced the retirement ot all 
the company’s outstanding $1.05 con- 

vertible preferred stock. : 

Of the 154,160 shares of this stock out- 
standing just prior to the call for re- 
demption made on June 10, holders had 
converted 131,203 shares into common 
stock at the expiration of the conversion 
privilege on July 8. 

The remainder was redeemed by the 
company at the stipulated price of $26.29 
per share. The cost of the redemption 
was financed by sale of 26,087 shares of 
common stock into which the redeemed 
shares could have been converted. The 
sale of this common stock was under- 
written by a group of investment bank- 
ers headed by Merrill Lynch, Pierce, 
Fenner & Beane. ; 

The company now has approximately 
1,776,534 common shares outstanding, in 
addition to 218,258 shares of $2.10 cumu- 
lative prior preferred stock. 


CHARLES R. SMITH 


production activities of Continental in 
its home office. 

Mr. Smith began his insurance career 
with National Surety Corp. in New York 
City three years after he was graduated 
from Columbia University in 1936. Be- 
fore joining Continental, he was assistant 
manager and later manager of National 
Surety’s business in eight central and 
southwestern states. 
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Guaranteed Renewable 
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LESLIE APPROVES REVISION 


Leslie Reveais Study 
Of Rate Developments 





Pennsylvania Compensation Rate Reduc- 
tion, Excluding Coal Mines, Averages 
5.4%; Saving Will Be $2,500,000 

Insurance Commissioner Artemas C. 
Leslie of Pennsylvania has announced 
his approval of a revision in workmen’s 
compensation rates as proposed to him 
by the Pennsylvania Compensation Rat- 
ing & Inspection Bureau. The new rates 
will apply to all workmen’s compensation 
policies, excluding coal mine, which be- 
came effective on and after July 1, and 
will, on the average, be 5.4% lower than 


COVERS THE SIX MAJOR LINES 


Finds Auto Liability Rate Increases Aver- 
aged 59% From Prewar Period to 
1952 as Consumers’ Prices Rose 91% 


Despite increases put into effect in re- 
cent years, automobile liability insurance 
rates of stock insurance companies rose 
1 an average of only 59% on a countrywide 
those in effect before. basis from the prewar period to-the close 

The average reduction in rates for of 1952, as compared with an increase of 
classifications in the manufacture and 91% in consumers’ prices during the 
utilities group will be 5.4%, for those in same period, it is disclosed by William 
the contracting and quarrying group Leslie, general manager of the National 
8.2%, and for those in the other indus- 3ureau of Casualty Underwriters. 
tries group (excluding Federal) 4.6%. A study of rates just completed by Mr. 
The rates for the classifications in the Leslie for six major casualty insurance 
Federal industry group will be increased, lines including automobile liability 
on the average, by 15.2%. The rates for showed, contrary to general public be- 
129 classifications are reduced, 27 are lief, that stock company countrywide 
increased and 31 remain the same. rates for these major lines rose an aver- 

It is estimated that the reduction in age of only 31% on an equivalent cov- 
rates will result in savings of approxi- erage basis during the same period. 
mately $2,500,000 to Pennsylvania em- Between 1939 and the end of 1952, 
ployers. countrywide average insurance rates for 
workmei’s compensation were reduced 
36% on an equivalent coverage basis, and 
rates for burglary, theft and robbery 
were lowered 2%, according to the study. 
Insurance rates for automobile liability— 
bodily injury and property damage com- 
bined—rose 59%, general liability 35%, 
boiler and machinery 26%, and glass 
89%, the study showed. Weighted on the 
basis of premium volume, the changes in 
rates for the six casualty lines resulted 
in an average rate increase of 31% over 
the 13-year period. 


JOINS CONTINENTAL CASUALTY 


W. H. Thompson Made Personnel Di- 
rector at Head Office; Was With Gen- 
eral of Seattle and Hartford A. & I. 
William H. Thompson has joined the 

Continental Casualty Group as director 

of personnel in the home offices of the 

group in Chicago. 

Mr. Thompson resigned his position as 
director of personnel with the General 
Insurance Co. of America Group in 
Seattle, Wash., to take his place with 
the Continental. Prior to that he was 
with the Hartford Accident & Indemnity 
Co. in charge of its employe relations 
program. 

In addition to Syracuse University, Mr. 
Thompson attended Cornell University 
and Trinity College. 


Workmen’s Compensation 


On the average, workmen’s compensa- 
tion insurance rates, for all the states 
where private insurance carriers write 
this coverage, were the equivalent of 36% 
below the prewar level on the basis of 
the same benefits to workers then pre- 
vailing, according to the survey. How- 
ever, in 1952, benefits payable by insur- 
ance companies to workers covered by 
compensation insurance were approxi- 
mately 33% higher than before the war, 
the study pointed out, and even taking 
these increased benefits into considera- 
tion the rates paid business and industry 
still averaged 14% below the prewar 
level. 

For all states combined where private 
insurance carriers write workmen’s com- 
pensation coverage, the average rates 
were steadily reduced year after year 
from 1939 through 1950, despite higher 
benefits that were provided for workers 
by legislative action. In 1951 rates turned 
upward and in 1952 the rise continued, 
but rates still remain well below prewar, 
according to the study. The lower rate 
level of 1952 as compared with 1939 was 
primarily attributed to a marked decline 
in industrial injury frequency and sever- 
ity and to higher payrolls. 


Established 1901 





Automobile Liability 


The rise in automobile liability insur- 
ance rates since 1939 was attributed 
largely to the inflation-induced increases 
in claim costs for both bodily injuries 
and property damage. This unfavorable 
situation was further aggravated, accord- 
ing to the study, by a marked upturn 
since 1949 in claim frequency, that is, the 
number of claims per given number of 
insured cars. 

The increase in hospital costs over the 
past decade and the marked rise in the 
size of verdicts rendered in liability suits 
during the same period have naturally 
helped to raise the average cost of claims 
for bodily injuries, the study pointed out. 
Charges for hospital care rose 180%, it 
was explained, and the average verdict 
for the plaintiff in liability suits in New 
York State, for example, increased 132% 
in this period, while jury awards in other 
areas have followed an upward trend. 

The rise in the average cost of prop- 
erty damage claims was attributed to the 
effect of inflation and other factors. New 
(Continued on Page 29) 


























Doolittle Views Air Cargo Future 


In Peacetime 


At the 25th anniversary dinner of 
United States Aviation Underwriters, 
Inc., Reed Chambers president, Lieut. 
Gen. James H. Doolittle made some 
interesting comments on jet planes 
and also on the future of air cargo. 
He is vice president of Shell Oil Co. 
Some of his comments follow: 

In the commercial field, the airlines are 
watching the experience of the British 
with the Comet, the new jet liner, and 
our aircraft manufacturers are studying 
the problem of when to enter the jet liner 
market—and with what kind of plane. A 
company committing itself to the pro- 
duction of a new jet liner inevitably 
undertakes a development program that 
will cost anywhere from $25,000,000 to 
$50,000,000. The purchase price of a new 
jet liner such as American manufacturers 
might produce would probably be in the 

ghborhood of $3,000,000 to $4,000,000. 
In view of the high unit cost and the 
relatively limited market, we cannot con- 
demn can for looking the situation 
over pretty carefully before si gning up. 

In any case, the technical developments 
will come, and the business, especially in 
air transport, will be waiting for them. 
Revenues from passengers, express and 
air mail are expected to maintain a good 
rate of increase. Air coach travel—the 
low fare variety—is proving especially 





popular. But the fastest growing phase 
of air transport is the youngest—air 
cargo. 
Increase in Cargo Volume 
The Air Transport Association esti- 


mates that the volume of air cargo will 
approach twice its present volume by 
1960, reaching a total of more than 370,- 
000,000 domestic ton-miles. It is interest- 
ing that the marine insurance people 
are lending a hand in this development. 
It costs $200 less to send a soda fountain 
from Chicago to Balboa by air than by 
surface transport. The reasons are: (1) 
no packing cost and (2) lower insurance 
rates. 

Even with these illustrations of faith 
in the future of air cargo the fact re- 
mains that it is still new and relatively 
unexploited. This is a promising field 
with big opportunities for both business 
and national defense. There is room here 
for coordinated development reminiscent 
of the growth we have seen in the past. 

Military experience provides a good 
illustration of how air cargo operations 
are 0g out and how effective they 


can be. Probably the best known move- 
ment of cargo by air was the Berlir 
airlift. But it was not the first. Hitler 


had two. The first was during the attack 
on Crete when the British fleet had cut 
off surface transport in the Mediter- 
ranean. The Germans delivered troops 
and supplies by drops and landings. The 
lift lasted only a few days but it accom- 
plished its purpose. The second effort 
was at Stalingrad where von Paulus, be- 
sieged by the Russians, asked for 300 
tons of supplies a day. Goering said it 
would be easy. He assembled planes from 
Norway, France and North Africa. But 
he failed. The reasons were lack of 
know-how, bad weather, inadequate win- 
terization of planes and equipment and 
the persistence of the Russians. Colonel 
Geers! von Paulus’ army of 300,000 was 
lost, for the lack of 300 tons a day. 
Big Air Lift Over the Hump 
When Burma Road Was Lost 
The Allies had better experience. Their 
first big lift was over the Hump. It was 
organized after the loss of the Burma 
Road, which was considered a major dis- 
aster. The lift worked. During the last 
year, planes flying the Hump moved 
550,000 tons, including mail, ammunition, 
bombs, tractors, 6x 6 trucks, money, pipe, 
gasoline, howitzers, horses, rock crushers 
and four Chinese armies. In the last full 
month of operation, the planes moved 





as Well as in War 


71,000 tons. In that same month the re- 
captured Burma Road made possible the 
surface delivery of 6,000 tons. 

That operation, which gave us experi- 
ence and trained personnel, and proved 
the potential of air transport, paid off 
in the Berlin airlift. The Reds thought 
they had us cornered in Berlin and 
thought they could call our bluff. Men 
who had seen the Hump operation said 
Berlin could be sustained by air. They 
were right. In the last four months of 
the airlift, there were 900 round trips 
every 24 hours, delivering 8,000 tons of 
supplies a day. 

Shortly after serlin the Air Force 
held “Exercise Swarmer,” the first peace- 
time major combat exercise planned asa 
positive exploitation of the strategic air- 
lift. It was well timed. The exercise was 
hardly over when fighting began in 
Korea, and new airlifts had to be set 
up, one across the Pacific and another to 
supply the battle lines. 

We have not given our logistics the 
benefit of technological progress. Instead 


of speeding the movement of supplies, 
we have built up big stock piles and filled 
long supply lines. Today, when fighting 
can start in several places at once, we 
cannot afford that method. The costs of 
such outmoded logistics are enormous. 
We need more than 200 days of supplies 
in our world wide pipelines to insure 
one day’s supply for units in the field. 
That means we must devote more than 
six months of productive effort to filling 
the line before the supplies begin flow- 
ing out at the far end, where they are 
needed. It also means that if the need 
suddenly ends, the line keeps flowing for 
six months after the material is no longer 
required. 

Air transport can speed the flow, elim- 
inate the need for a large part of the 
material in the line and thus greatly in- 
crease the nation’s effective productive 
power. Here is one small example. An 
aircraft engine overseas is used about 
five months. It then goes into the main- 
tenance pipeline, where it spends seven 
months. More than half this time it is 
in transit or lying in receiving or ship- 
ping depots. That is with surface trans- 
portation. 

Suppose we had 12,000 such engines 
but moved them by airlift that eliminated 
a month of the maintenance cycle—and 
that is conservative. We would save one- 
seventh of 7,000 engines, or 1,000 engines. 


At a cost of $50,000 each, the value of 
the engines saved would be $50,000,000. 

There are many kinds of engines, and 
engines are only one of thousands of 
different classes of items the military 
uses. Each has its own long pipeline. 
The airlift would effect savings, not only 
of supplies in the line but also of men 
and equipment needed in running the 
line itself. Air transport usually goes 
from airport to airport. It saves much 
of the handling and _ rehandling, the 
packaging and warehousing needed in 
surface transportation. It would also re- 
duce the number of men needed in rear 
areas to maintain the supply line. It has 
been estimated that effective air trans- 
port would reduce by three-fourths the 
number of military personnel in actual 
travel status. It could move troops to 
the Far East in eight days instead of 
35.6 days required for surface transport. 
It could move supplies to Europe in 7.5 
days instead of 47.6 days it now takes 
by surface transport from supply depots 
in the United States. Against this must 
be equated the c capital and operating cost 
of the required air fleet. A recent Air 
Force study shows that in a war it would 
pay off not only in speed and in in- 
creased effectiveness but in dollars. 

The advantage of military air transport 
in cost, in flexibility, in adding to the 

(Continued on Page 30) 





multiple 








line facilities @ 





Chicago 4 


Continental Casualty Company 
and Associates: Continental Assurance Company 
Transportation Insurance Company 


United States 


Life Insurance Company 


Continental ‘Companies Building 








July 17, 1953 



















goes 
nuch 

the 
d in 
» re- 
rear 

has 
‘ans- 


ould 
in- 


port 
the 















July 17, 1953 








Page 27 














Accident ér Health Wiiiccs ews 








McKinnon and McDonald Are Strong 


Factors in International Association 


In his leadership of the International 
Association of Accident & Health Under- 
writers in the coming year Tom Callahan, 
Milwaukee, newly elected president who 
is the leading producer of Time Insur- 
ance Co., will have the 


support of 


LEONARD A. McKINNON 


Leonard A. McKinnon of Flint, Mich., 
and Clifford McDonald of Dallas as vice 
presidents, both of whom have _ been 
strong factors in the progress of the 
association. 

Mr. McDonald, who is civilian agency 
director rs the International Fidelity In- 
surance Co., Dallas, and manager of its 
AL & B, department, spent eight years 
as a producing agent before assuming 
his home office supervisory post. He 
started selling insurance in Texas in 1940, 
and has never lost his zest for it. 

3efore Mr. McDonald’s election to the 
vice presidency of the International As- 
sociation he served on its executive board 
and was regional director for the states 
of Arkansas, Texas and Oklahoma. He is 
already a national figure in the A. & H. 
industry but is best known in Texas 
where his activities have included the 
following: 

Currently, first vice president of the 
Texas Association of A. & H. Under- 
writers; a former chairman of the dis- 
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CLIFFORD McDONALD 


ability sales course at the University of 
Texas; member of the Texas advisory 
committee to insurance companies, hos- 
pitals and physicians. In addition, Mr. 
McDonald is a graduate of the Life 
Insurance Agency Management School 
and of the Research & Review’s accident 
and health sales course. 
McKinnon Started in 1924 


Vice President McKinnon eee his 
insurance career in the life and A. & H. 
end of the business in 1924. rive years 
later he and Walter J. Mooney organized 
in Flint the agency firm of McKinnon 
& Mooney Insurance Service of which 
he is president. It is a multiple line 
operation—life, A. & H., fire and casualty 
—which has grown to "the point where 
departmentalizing became necessary and 
each department has its manager. Mc- 
Kinnon & Mooney has the reputation of 
being one of the largest and most com- 
plete agencies in Michigan. Its 1952 life 
business topped $2,000,000 and fire and 
casualty volume was close to $1,000,000. 
In A. & H. collections last year were 
$300,000. 

Active in both civic and business af- 
fairs, Mr. McKinnon has served as presi- 
dent of the local life underwriters asso- 
ciation and of the local life managers 
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A. & H. Premiums Reach 
1952 New High Record 


SPECTATOR ISSUES REGISTER 


Business Now Second Only to Life In- 
surance in Premium Volume and Sur- 
passes Fire and Auto Premiums 





Net accident and health premiums of 
life and property insurance companies 
reached an all-time high of $1,883,999,724 
during 1952, an increase of 18.2% over 
1951, according to figures published July 
11 in the 1953 Accident Insurance Regis- 
ter of the Spectator, Philadelphia insur- 
ance publishing firm. The accident and 
health business is now second only to 
life insurance in respect to premium vol- 
ume and surpasses pure fire premiums 
of $1,617,370,000 and automobile physical 
damage premiums of $1,560,965,000, the 
next highest classes of business. 

The importance which American fami- 
lies attribute to protection against the 
costs of accident and sickness is borne 
out by the growth of accident and health 
premiums since the end of the war. Net 
premiums in 1952 were 206% greater than 
those recorded by Spectator statisticians 
in the Accident Insurance Register of 
19406, 

Improve Profit Picture 


While they wrote a record amount of 
business in 1952, the 240 property insur- 
ance companies and the 274 life insur- 
ance companies covered in the Register 
also improved their profit picture in 
group accident and health and main- 
tained about the same margin in individ- 
ual business. Last year the combined 
ratio of losses incurred to premiums 
earned and of underwriting expenses to 
premiums written amounted to 99.7% for 
companies doing group business and to 





association and as vice president of the 
Michigan Life Underwriters Association. 
He is a life member of the Michigan 
Life Insurance Leaders Club. He was 
elected to the executive board of the 
International Association in 1950, serving 
in that capacity until his recent election 
to_ the vice presidency. 

Mr. McKinnon is an enthusiastic par- 
ticipant in many community affairs in 
Flint, among them being the Red Feather 
campaign, tuberculosis fund _ raising 
drives, the Red Cross and Boy Scout 
annuz alc campaigns. An active member of 
the local Chamber of Commerce, he is 
also serving as finance chairman of the 
Tall Pine Council of the Boy Scouts; 
is past treasurer of the Genessee County 
Red Cross chapter; has been active for 
the past 20 years in the Civitan Club, 
serving successively as its president in 
Flint, district governor and International 
vice president. A 32nd degree Mason, he 
is a member of the Shrine. He also is 
active in the Elks and the Knights of 
Pythias, being past chancellor com- 
mander of that organization. 


94.9% for companies writing individual 
accident and health. During 1951 the 
figure was 101.1% for the group compa- 
nies and 93.8% for individual. 

For the companies writing group acci- 
dent and health coverages in 1952, the 
ratio of losses incurred to premiums 
earned amounted to 86.4% as compared 
to 86.6% in 1951 and the ratio of under- 
writing expenses to premiums written 
dropped from 14.4% in 1951 to 13.3% in 
1952. Spectator statisticians pointed out 
that the more favorable expense ratio is 
due in part to management’s holding 
down expenses but that the major cause 
is the impressive growth in premiums 
written. 

In individual accident and health, the 
life and property companies had a loss 
ratio of 51.4% in 1952, against 50.1% in 
1951. The adeve riting onpeane ratio in 
this class of business was slightly im- 
proved—43.5% in 1952 against 43.7% in 
1951. 

Group Has Greatest Growth 


; Once more, group accident and health 
insurance enjoyed the greatest growth, 
jumping from $854,023,940 in 1951, to 
$1,027,823,064 in 1952, a gain of 20.3%. 
Individual accident and health premiums 
increased 15.6% from $740,460,676 in 1951 
to $856,176,660 in 1952. Group premium 
volume is now 54.6% of the total, com- 
pared with 45.4% for individual accident 
and health. Last year the comparable 
figures were 53.6% for group and 46.4% 
for individual. Disability laws in three 
states (California, New Jersey and New 
York) continued to play a major role in 
the growth of group accident and health 
premiums as did continuing prosperity, 
high employment and plant expansion in 
industry. 

Life insurance companies continued to 
account for the major portion of the 
accident and health volume during 1952. 
The premiums written by life companies 
amounted to $1,141,536 or 60.5% of the 
total, while those written by fire and 
casualty companies were $742,463,197 or 
39.5% of the total. In 1951, life compa- 
nies accounted for 59.7% of the agere- 
gate while property companies accounted 
for 40.3%. 

The Accident Insurance Register also 
shows the percentage breakdown of 
earned premiums by individual lines of 
business as follows: group accident and 
health, 56.1%; accident and_healih, 
21.3%; hospital and medical expense, 
12.5%; accident only, 6.5%; and non- 
cancellable accident and health, 3.6% 

Companies Are Sounder 


The accident and health companies are 
now sounder than ever before with as- 
sets of $8,629,919,674, compared with as- 
sets of $7,820,368,941 in 1951. This is a 
gain of 10.4%. Liabilities of the 514 com- 
panies increased from $5,186,003,980 in 
1951 to $5,783,413,252 in 1952, a gain of 
11.5% while surplus to policyholders rose 
from $2,634,364,961 in 1951 to $2,846,506,- 
422 in 1952, a gain of 8% 

The 1953 Accident Insurance Register 
is available from the Spectator, 56th & 
Chestnut Streets, Philadelphia 39, Pa., 
at $3 per copy. 
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Squires Appears Before Aetna C. & S. Graduates 








“Confidence and enthusiasm, while 
helpful attributes, 
for a 
selling career,” Glenn L. Squires, 
dent of Dilians. Bretz & Caldwell, 


representative of the Aetna Casualty & 


are not sufficient in 


themselves successful insurance 
presi- 


Inc., 


GLENN L. SQUIRES 


Surety Co. at Morgantown, W. Va., de- 
clared at the recent banquet concluding 
the 135th the Aetna Casualty 
& Surety at Hartford. 
“Yours is a profession whose services 


session of 


sales course 


are as important to your clients as those 
Mr. Squires 


“Knowledge 4 of 


of their doctor or lawyer,” 


told the graduates. your 
profession is basic and can be acquired 
only in schools of the type which you 
have just completed. Add to that knowl- 





Donald B. Allen Promoted by 
Indemnity Co. in Newark 


Donald B. Allen, bond supervisor in 
the Newark service oftice of Indemnity 
Co. of North America, has been pro- 
moted to assistant manager for indem- 
nity operations in this office. 

\ Princeton graduate, Mr. Allen saw 
World War II service in the Philippines 
as an Army first lieutenant and served a 
“second stretch” in the Korean conflict 
with rank of captain and battery com- 
mander. 

He joined the Indemnity Co. in Sep- 
tember, 1946, completed its home office 
training school course and was assigned 
to the Newark service office in March, 
1947. Recalled for Army service, he com- 
pleted his Korean assignment and re- 
turned to the Indemnity Co.’s Newark 
office in June, 1952 


Cook Retires From Zurich; 


Gordon Named Successor 


Warren Cook, 
industrial hygiene and engineering 
search, Zurich-American Insurance Cos., 
Chicago, has resigned to enter the field 
of education. He has been appointed as- 
sociate professor of industrial health and 
hygiene in the School of Public Health 
and research associate in the Institute of 
Industrial Health at the University of 
Michigan, Ann Arbor. He will continue 
to be associated with the Zurich in a 
consulting capacity. 

Lloyd E. Gordon, 
the Zurich industrial 
since 1943, is its new 
been assistant director of 
since 1951. 


division of 
re- 


director, 


who has been with 
hygiene division 
director. He has 
the division 


edge the realization that you must di- 
versify your accounts and establish an 
effective prospecting routine and you 
will have done much to insure success.” 


Makes Outstanding Record 


Mr. Squires was invited to address the 
graduating class because of his outstand- 
ing record in the general insurance field 
since his own graduation from the course 
in 1939. A past president of the Morgan- 
town Association of Insurance Agents, 
he is a member of the Chamber of Com- 
merce, the Junior Chamber of Commerce 
and the Kiwanis Club. 

The class was led by Howard W. Blod- 
gett of Grand Rapids, Mich. Blue rib- 
bons for high scholastic standing also 
went to James W. Milstead, Sheffield, 
Ala.; Herman J. Schlueter, Los Angeles; 
Charles E. Bailey, Dallas, Tex.; Charles 
M. Gearing, II, Meriden, Conn.; Daniel 
F. Nosal, Stamford, Conn.; John F. 
Graham, Baltimore, and Herbert P. Alm- 
gren and Russell E. Canora, Hartford. 

Gold ribbon awards for demonstrating 
outstanding skill in soliciting techniques 
were won by Mr. Blodgett, Edwin L. 
Orear, Independence, Kans., and Mr. 
Milstead. 


Notables Honor Ambassador Kemper 
Before He Assumes Duties in Brazil 


Ambassador to Brazil James S. Kem- 
per was guest of honor at a reception 
in Washington, D. GC, July 9, imme- 
diately after swearing-in ceremonies in 
the office of the Secretary of State. 

Using his father’s Bi ble for the cere- 
mony, Mr. Kemper took the oath as 
ambassador before Judge Evan Howell of 
the U. S. Court of Claims. 

Hosts at the reception were Mark 
Kemper, treasurer, and W. H. Heineke, 
vice president of Apna oe Mutual 
Casualty Co., and E. Hitt, president 
of Associated is ‘of Atlanta, Ga. 
The reception was held in the East Room 
of the Mayflower Hotel. 

Ambassador Kemner, who is chairman 
of Lumbermens Mutual Casualty and 
other companies in the Kemper group, 
plans to sail with Mrs. Kemper for Brazil 
on July 23. 

Distinguished guests at the reception 


included: ; 4 
Vice President Richard Nixon, At- 
and Mrs. Herbert 


torney General I ne 
Brownell, Secretary of Commerce Sin- 








AMICO 


accident and health 


underwriting facilities 


Look to Amico for the best facilities for accident and 
health lines, from individual accident and sickness policies, 
through family polio expense, to comprehensive group 
plans, including new Groupac—the group insurance plan 
for employers of from 10 to 24 persons. 

Amico’s accident and health premiums rank third in the 
company’s total premium volume. 

If you would like to represent Amico for accident and 
health lines, write the Accident and Health department, 
Sheridan Road at Lawrence Avenue, Chicago 40. 
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clair Weeks, Postmaster General Arthur 
E. Summerfield, Director for Mutual 
Security Agency and = Mrs. Harold 
Stassen, Brazilian Ambassador Walter 
Moreira Salles, Uruguayan Ambassador 
and Mrs. Jose A. Mora, Senator John 
W. Bricker, Senator Frank Carlson, 
Senator and Mrs. Everett Dirksen, 
Senator and Mrs. Paul H. Douglas, 
Senator Homer Ferguson, Senator and 
Mrs. William Langer, Senator H. Alex- 
ander Smith, Speaker of the House 
Joseph W. Martin, House Majority 
Leader and Mrs. Charles A. Halleck, 
House Majority Whip and Mrs. Leslie 
C. Arends, Representative Marguerite 
Church of 13th Congressional District of 
Ill., Judge Howell, Treasurer of United 
States Mrs. Ivy Baker Priest, Director 
of General Services Administration Ed- 
mund F. Mansure, Under Secretary of 
State and Mrs. Donald B. Lourie, Deputy 
to the Secretary of the Treasury W. 
Randolph Burgess, chairman of the Re- 
publican National Committee and Mrs, 
Leonard W. Hall, Editor and Publisher 
of U. S. News and World Report David 
Lawrence, Sherman Adams, Ellsworth C. 
Alvord, Admiral and Mrs. Vance D. 
Chapline, Mr. and Mrs. Arthur Sears 
Henning, Deputy Administrator of Civil 
Defense Mrs. Katherine Howard, Ad- 
miral and Mrs. Carey Jones, Mr. and 
Mrs. Merrill Thorpe, Champ Davis, and 
Edgar Morris. 


HARRIS ISSUES STATEMENT 


Gives Opinion on Expense Reimburse- 
ment for Group; Finds It Illegal 
Except as Provided by Law 
Raymond S. Harris, Deputy Superin- 
tendent of Insurance of New York, has 
issued the following statement with re- 
spect to whether or not it is permissible 
under the New York law for a group 
writing company to make expense re- 
imbursement. Following is the Deputy’s 

statement: 

“The Department has been asked 
whether it is permissible under the New 
York insurance law for a group writing 
company to make or agree to make pay- 
ments to an applicant, a policyholder or 
a third party for reimbursement of ex- 
penses incurred in connection with the 
solicitation, issuance, or administration of 
the group insurance, or for other pur- 
poses related to such group insurance. 

“In the opinion of the Department it 
is contrary to the provisions of the in- 
surance law, exc ept to the extent other- 
Wise recognized in the paragraph fol- 
lowing, for an insurance company to 
make or for any person to incur on its 
behalf, any payment to the applicant for 
or the holder of a group insurance policy 
other than as plainly expressed in such 
policy or any payment for any purpose 
related to or on account of such insur- 
ance to a third person who is not a 
bonafide representative of the insurance 
company. (Section 113, Section 204(2), 
Section 209, Section 221.) 

“The above paragraph is not intended 
to prohibit payment or allowance of (1) 
dividends to policyholders, (2) readjust- 
ments of rates of premium based upon 
experience under the policy, which are 
recognized in Sections 204 and 221, and 
(3) reasonable expenditures to persons 
other than policyholders retained or em- 
ployed by the insurer for services 
rendered in good faith on behalf of the 
insurer which services are normally per- 
formed by the insurer and which do not 
represent merely the shifting of func- 
tions relating to the administration of 
the group insurance from the policyhold- 
ers to the insurer. 

“The foregoing, of course, does not 
apply to payments of commissions to 
licensed insurance agents or brokers, 
policy claims, taxes, assessments, etc., 
permitted or required by law, nor to 
payment to any insurer under reinsur- 
ance agreements.” 
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Frank W. Cooper of Hackensack, N. J., receives 25-year award from General Acci- 
dent Assurance Corp. Edward C. Graff, at left, manager of Newark office, con- 
gratulates Mr. Cooper, joined by Edward W. Lynch, at right, superintendent of 
claims, and John C. Conklin, center, head of Conklin Agency, general agency in 
Hackensack. 


Frank W. Cooper, of Hackensack, 
N. ]., was the guest of honor recently at 
a luncheon tendered by the John C. 
Conklin agency of Hackensack, in recog- 
nition of his completion of 25 years’ 
service with the claims department of 
the General Accident Assurance Corp. 

Edward W. Lynch, superintendent of 
claims, at General’s head office in Phila- 
delphia, and Edward Graff, manager of 
General’s New Jersey office in Newark, 
presented Mr. Cooper with a handsome 
gold watch as a token of the company’s 
appreciation for the quarter-century of 
service. 


A surprise touch was lent the occasion 
by the attendance of Joseph H. Russell 
from California. Mr. Russell was former 
branch office manager at General’s Hack- 
ensack office and first engaged Mr. 
Cooper for his staff in 1928. When Mr. 
Russell moved to California in 1939, Mr. 
Cooper was named to head the office in 
his place. 

John C. Conklin, president and 
founder of the agency bearing his name, 
was toastmaster at the luncheon, which 
was attended by all executives of his 
agency. The Conklin agency is agent in 
Hackensack and Bergen County for Gen- 
eral Accident. 





Leslie Reviews Rates 


(Continued from Page 25) 


automobile prices and the costs of car 
repairs have increased 150%, the study 
pointed out. 
General Liability 

While rates for general liability insur- 
ance rose an average of 35%, it was 
pointed out that some coverages in this 
line were priced below and others above 
the prewar level. Rates for owners’, 
landlords’ and tenants’ liability insurance 
and elevator liability insurance, it was 
shown, rose above the prewar level, while 
manufacturers’ and contractors’ liability 
insurance and product liability insurance 
rates declined below the prewar level. 

“Of course, inflation—higher hospital 
costs, medical expenses, jury awards, for 
instance—has also been a factor tending 
to increase claim costs under all general 
liability coverages,” Mr. Leslie said. 

Burglary, Theft and Robbery 

During World War II, it was pointed 
out, the crime rate declined and burglary 
rates were reduced, dropping finally in 
1945 to a point almost 15% below the 
prewar level. But with the end of the 
war, the crime rate started to climb 
again and insurance rates rose accord- 
ingly. Nevertheless, at the close of 1952, 
the countrywide average rates were still 
2% below the prewar level. 

Boiler and Machinery 

The 26% increase in boiler and ma- 
chinery insurance rates over the prewar 
level was attributed to a number of fac- 
tors, including inflation. Inspection costs, 
it was said, take a large part of the in- 
surance premium dollar and these costs 
have increased. Higher labor and ma- 
terial costs have also tended to increase 





the amount of extra expense paid under 
a policy for repair work—frequently in- 
volving overtime pay schedules—in order 
to prevent business stoppage or reduce 
its duration, the study pointed out. 
Glass Insurance 

Glass insurance rates pursued a fairly 
even course from 1939 to 1946, but in 
November of 1946, the Office of Price 
Administration relinquished controls over 
glass prices and the cost of replacement 
began to increase steadily and sharply, 
according to the study. Since 1946, re- 
placement cost of glass in the New York 
metropolitan area, for example, increased 
90%, which meant that a glass replace- 
ment job that cost $100 under OPA con- 
trols cost $190 in 1952, the study revealed. 
Inasmuch as glass insurance rates are 
directly related to replacement costs, the 
rise in prices, it was said, had the effect 
of increasing the countrywide average 
rate to 89% above the prewar level. 


R. R. GALLAGHER APPOINTMENT 


Made Assistant Actuary of North Ameri- 
can Reassurance Co.; McGill 
University Graduate 
The North American Reassurance Co. 
has appointed Robert R. Gallagher as- 
sistant actuary. A veteran of the Cana- 
dian Army, he was graduated from Mc- 
Gill University with a B.S. degree in 
1948. He continued his studies for two 
years at the actuarial school of the Uni- 

versity of Manitoba. 

From 1950 until April, 1953, Mr. Gal- 
lagher was associated with the Sun Life 
of Canada, working in its mathematical 
and actuarial departments. In 1951 he 
was made an associate of the Society of 
Actuaries. 


EXPLAIN HOSPITAL CONTRACTS 


Crichton and Washburn Speak for Five 
Organizations Before House Veterans’ 
Affairs Committee 

A description of hospitalization con- 
tracts offered by insurance companies 
and their relation to the Veterans’ Ad- 
ministration hospitalization program has 
been presented to the Veterans’ Affairs 
Committee of the House of Representa- 
tives by spokesmen for five associations 
of companies writing accident and health 
insurance. 

Appearing on behalf of the American 
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Increase your f 


Life Convention, Life Insurance Asso- 
ciation of America, Bureau of Accident 
& Health Underwriters, Health & Acci- 
dent Underwriters Conference and Life 
Insurers Conference, Robert A. Crichton, 
counsel for the ALC, and William Wash- 
burn, chairman of the committee on 
economics of medical care of the Bureau 
of Accident & Health Underwriters, ex- 
plained the underlying principle insur- 
ance companies follow in writing this 
insurance. 

This fundamental principle is that hos- 
pitalization insurance, like similar insur- 
ance, is usually written to compensate 
the insured for an actual loss or expense. 
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whole year 


around the home, playing golf, traveling, hunt- 


ing,—in fact, covers just about any personal activity, anywhere. 


Mention it to a few of the men you contact today—you'll find 


it almost sells itself! 


Write for ““Mailroad to PROFITS” ! 
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Plan Workshop Sessions 
At NYU Safety Center 


EXPERTS WILL PARTICIPATE 


Program Designed to Train Traffic Safety 
Personnel to Administer Coordinated 
Attack on Traffic Accidents 

Official representatives of the Govern- 
ors of 11 states will meet at New York 


University from Monday, July 13, 
through Friday, July 17, for a special 
workshop to coordinate traffic safety 


programs. 

Dr. Herbert J. Stack, 
NYU Center for Safety 
that the workshop is designed 


director of the 
Education said 
“to receive 
the counsel and assistance of these ex- 
perienced leaders in traffic safety in the 
establishment of an educational program 
at the center to train traffic safety per- 
sonnel in methods of initiating and ad- 
ministering a coordinated attack on 
traffic accidents.” 

The staff of the center will be in 
charge of the sessions to be conducted 
from 9 am. to 5 p.m. daily at NYL 
Washington Square Center. Dr. W sles 
A. Cutter, assistant director of the cen- 
ter who arranged the program, is to 
serve as moderator. 


Workshop Discussion Leaders 


Discussion leaders in the workshop will 
include Wilbur S. a associate di- 
rector, Bureau of Highway Traffic, Yale 
University; Gerald O'Connell, director of 
training, the Traffic Institute, North- 
western University; William M. Greene, 
director of the Connecticut Safety Com- 
mission; Maxwell Halsey of the Michi- 
gan State Traffic Commission, and Dr. 
Stack. 

“We believe enough is now known in 
the various areas and procedures of 
traffic accident prevention to decrease 
greatly our annual toll of traffic acci- 
dents,” Dr. Stack said, “if this knowl- 
edge is put to work by skilled leader- 
ship in an_ intelligently coordinated 
fashion. We have talked about the co- 
ordinated approach long enough and the 
time has now come to do something 
about it.” 

The official Governors’ representatives 
to the workshop, besides Mr. Greene 
and Mr. Halsey, are: 

Allen E. Hawkes, director of research, 
Rhode Island Registry of Motor Vehi- 
cles; Deputy Commissioner Kennard E. 
Goldsmith, New Hampshire Motor Ve 
hicle Department; James R. Barrett, 
chief of the Police Bureau, Division of 
Safety, Executive Department, State of 
New York; Captain William Groth, 
safety engineer, Virginia Department of 
State Police; Arnold Vey, director of 
the Traffic Safety Bureau, New Jersey 
Department of Law and Public Safety; 


Paul E. Burke, director of the Mary- 
land Traffic Safety Commission; Max 
Schmidt, administrative assistant, Gov- 


Safety Advisory Com- 
Pennsylvania; Colonel 
J. James Ashton, manager of the Dela- 
ware Safety Council; and Alfred T. 
Little, of the Massachusetts Registry of 
Motor Vehicles. 


ernor’s Highway 
mittee, State of 


American-Associated Cos. 


Advance Roy at Head Office 


Lucien T. Roy, underwriting supervisor 
at American-Associated Insurance Cos.’ 
head office liability division, has been 
named assistant superintendent. 

Mr. Roy has had a variety of assign- 
ments with the company since joining 
the head office automobile division in 
1934 as an underwriter clerk. He was 
transferred to the Baltimore branch in 
1938 where he held the position of su- 
pervisor, automobile underwriting for 
six years. He returned to the head 
office automobile division in 1944, and in 
1946 was assigned to the liability divi- 
sion as an underwriter. He was advanced 
to underwriting supervisor in 1951. 





Withe Describes Drivotrainer 


To Administrators in Canada 


Stanley F. Withe, manager of the pub- 
lic relations department of the Aetna 
Casualty & Surety Co., delivered an ad- 
dress before the eastern conference of 
the American Association of Motor 
Vehicle Administrators at Halifax, Nova 
Scotia, July 9. Mr. Withe told of the 
success of the Aetna Drivotrainer in the 
New York City school system, where 
students take driving lessons in the 
classroom in the stationary cars, saying 
“there is obviously real transfer of 
knowledge from the Drivotrainer to 
driving a real car.” 


Announces Calendar for 


National Safety Congress 

The following calendar for the 41st 
National Safety Ganacees and Exposition 
to be held at Chicago, October 19-23, 
is announced by the National Safety 
Council: 

Industrial safety sessions will be held 
at the Conrad Hilton, Congress, Morri- 
son and Hamilton Hotels; traffic safety, 
Congress Hotel; commercial vehicle and 


transit safety, La Salle Hotel; farm 
safety, Palmer House; school safety, 
Morrison Hotel; home safety, Conrad 
Hilton. 


Hays Sees “Price” as Big 
Issue in Competition 


A THREAT TO A. A. SYSTEM 


American F. & C. President Keynoter at 
Royal Palm Club’s 25th Anniversary 
Meeting; Raidle Presides 


Marking its 25th anniversary, the 
Royal Palm Club, top-ranking honor 
club for agents of American Fire & 
Casualty, Orlando, Fla., met at the Eola 
Plaza Hotel, that city, recently with an 
attendance of producers from 13 states 
and the District of Columbia in which 
the American operates. Keynoter of the 
gathering was Walter L. Hays, president 
of the company, who sounded a warning 
that the American Agency System will 
be scuttled if agents of the country 
meet the competition of the mutuals and 
direct writers on price alone. 

R. F. Raidle, whose agency represents 
the American in Lake Worth, Fla., and 
who is the Royal Palm president for 
1952-53, presided at the meeting and ex- 
tended the welcome. Two charter mem- 
bers of the mri dating back to 1929, 
were on hand—J. E. Horsley, Miami, and 
S. A. Stephens, West Palm Beach. Be- 
sides Mr. Hays the speakers were 
George S. Bradshaw, vice president and 
treasurer of the company, who poin‘ed 
to the American’s growth and healthy 
financial condition and the following: 

Baxter M. Porter, vice president in 








Your community is full of short safety stories. You see 


them—or should see them—on 
streetcars, at beaches and play 
public places: 

“‘Slow—Children Playing” “ 
Smoking” “ 
Beyond ' This Area.” 


streets, in buses and 
grounds, and in other 


Watch Your Step” “No 


Use Pedestrian Crosswalks” “No Swimming 


A worth-while project for your community safety 


organization would be to see w 
warning signs are posted in all 


hether such necessary 
danger areas. Then 


publicize the need of observing these signs. 


The Zurich-American Safety 
Beware, 


Zone film, “Stop, Look and 


* will help you do this. Safety Zone produc tions 


are ideal for the public education so necessary in 
community safety—and for calling attention to the services 


available through your agency. 


K AURICH- 


MBRICHY 


INSURANCE COMPANIES 





Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 


HEAD OFFICE: 


135 S. LASALLE ST., CHICAGO 3, 


ILLINOIS 


charge of the fire division; Charles E, 
Hagar, vice president in charge of the 
casualty division; Robert E. Trapp, 


manager of the automobile division; Bill 

Hays, manager of the miscellaneous 

casualty division; Leland M. Corey, as- 

sistant treasurer; C. Blakey, manager of 
safety engineering and inspection; Jo- 
seph Landers, manager of the advertis- 
ing division; James A. Graves, manager 

of the claim department; Harold E, 

Marsolf, director of American Institute 
of Insurance and Human Relations; Bert 
Herndon, manager of the bond division, 

Agents’ Commissions Being Kicked 

Making some timely and realistic re. 
marks about the subject of agents’ com- 
missions, President Hays said that this 
subject “is being thoroughly kicked 
around by authorities and has been dis- 
cussed at meetings of the Insurance 
Commissioners.” He saw a_ possibility 
that the Commissioners may attempt to 
regulate commissions or set the commis- 
sion rate but to date only one state, 
Mississippi, designates by law the com- 
mission a company shall pay. Mr. Hays 
then said: 

“Continually, the question comes up 
with some agents about meeting the com- 
petition of companies which do not op- 
erate on the American Agency plan; the 
companies which are considered spe- 
cialty companies. Some have salaried 
agents, some part commission and part 
salary, and some sell direct and pay no 
commission at all. Those who complain 
say they find it difficult to meet the 
premium rate. These agencies are selling 
on price or have policyholders or pros- 
pects who buy entirely on price. 

“The answer to meeting this competi- 
tion is up to you, but remember—the dif- 
ference in the premium, in most cases, 
is the difference in the commission paid 
to the agent and, in some cases there is 
no agent—therefore, there is no commis- 
sion. 

“Daily, a battle is being waged to de- 
termine how insurance is to be sold in 
the future. Whether it will be by the 
American Agency system, by the spe- 
cialty companies with salaried or partly 
salaried agents, or sold direct without 
an agent. The specialty companies are 
now proving to the public that they can 
sell insurance for less. However, there 
is a reduction in the commission paid 
to the agent, and perhaps less service 
rendered to the policyholder. 

“The challenge is to you men and 
women of the American Agency sys- 
tem. If you give the kind of service 
which will justify the commissions being 
paid to you, give the kind of service 
where policyholders want to deal with 
you—want to give you their business, 
then the American Agency system will 
be saved. 

“On the other hand, if you are going 
out to meet the competition on price, 
you will scuttle the American Agency 
system. The challenge is to you and 
all other members of the American 
Agency system in this nation, and you 
are face-to-face with that challenge right 
now. 


Employers’ Appoints Ashman 

The Employers’ Group’ Insurance 
Companies of Boston announce the ap- 
pointment of John G. Ashman as home 
office territorial supervisor for the New 
England territory. Mr. Ashman has been 
with the Employers’ Group since 1936. 
His latest position was supervisor of the 
loss control division at the home office. 


Doolittle on Air Cargo 


(Continued from Page 26) 





nation’s effective power to produce are 
too obvious to debate. However, the 
nation does not and probably cannot— 
at least in time of peace—maintain an 
air transport organization of the size 
and character to serve an all-out mobili- 
zation. Nevertheless, we must begin con- 
sidering ways of providing such an 
organization. The solution, like the solu- 
tion to earlier problems in aviation, may 
very well lie in the hands of civilian 
operators. 
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THE TRAVELERS INSURANCE COMPANY 
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Which weighs more? 


a pound of dollars or a pound of 
four leaf clovers? 


A pound is a pound—but when hospital or doctor bills have to 
be paid, a pound of four leaf clovers doesn’t carry much weight. 


It’s dollars that count, and if you have sold your clients Trav- 
elers Accident and Sickness insurance, they have something 
better than a good luck charm to ward off the losses caused by 
accident or illness. 

Why not tell your clients how they can have this vital protec- 
tion at a low cost? It is an argument that will carry a lot of 
weight. 

Just call on the nearest Travelers Branch Office Manager for 
full information on Travelers modern Accident and Sickness 
policies. He’ll have a selection of hard-hitting sales aids and 
leaflets, too. 


Hartford, Connecticut 
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What is adequate fire insurance coverage? 
This booklet graphically portrays the an- 
swer to that question. Agents everywhere 
report increased volume, thanks to its con- 
vincing sales argument. 





Gf 
AS MY INSURANCE MAN /” 


Angry when his insurance coverage is insufficient to replace 
the home destroyed by fire, the irate home-owner often 
blames his insurance advisor. 

Since a dissatisfied client can quickly tarnish an agent's 
reputation, it is to the agent’s own interest to see that all 
his clients are fully protected. 

The pamphlet “It’s time to think of the OTHER half of your house” does 
a convincing job of pre-selling home-owners on the extreme necessity of 
keeping their fire insurance in line with increasing property values. 

Everywhere, representatives of these companies are using this folder with 
unusual sales success. Dramatic and easily-understood, it enables the home- 
owner to see immediately the relation between original cost and replace- 
ment cost. One look at the unique chart depicting rising real estate prices 
and he knows he is under-insured. 

Also available to representatives are other tested sales helps — motion 
pictures, posters, newspaper advertisements and booklets — all highly suc- 
cessful builders of client satisfaction and increasingly profitable volume. 


AUTOMOBILE INSURANCE COMPANY 


STANDARD FIRE INSURANCE COMPANY 
HARTFORD 15, CONNECTICUT 


Fire and Marine Insurance — All Forms 
Affiliated with ATNA LIFE INSURANCE COMPANY — ATNA CASUALTY & SURETY COMPANY 














